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To N.A.L.U. Convention Delegates: 


Never before, in the many years our organization has gathered 
together in annual convention, have we met at a time which pre- 
sented a greater challenge, greater opportunities, than in this 


year of 1941. 


Today we face a huge new market ... thousands and thousands 
of newly affluent people ... men and women with defense dollars 


mounting in their paychecks week by week, 


All these surplus funds, if wasted or wrongly used, could 
bring about a buying hysteria which would impair our defense ef- 
fort -- or, if not that, might be dribbled away for useless pur- 
poses. I consider it our patriotic duty to help the country 
keep its head, and put its extra dollars into productive ends 
eee insurance policies and annuities that will build something 
permanent for their owners, and which will funnel purchasing 
power, through our investment channels, back into basic, neces- 

' sary uses. 

The institution of life insurance is the best example I know 
of democracy in action. Through it every man can, according to 
his means, assure his own financial security and that of his fam- 
ily ... can do it standing on his own feet, without tipping his 
hat to anyone, without asking favors. To the universal cry for 
security, life insurance offers a solution which is economically 
sounder than that which the dictators impose ... a solution which 
is ruggedly democratic and not only preserves, but increases the 
self respect of every man who employs it. By furthering this 
institution of life insurance -- by doing our own jobs well -- 
we also can serve our country. We can show America, and the 
whole frightened world, that our kind of democracy is a vigorous, 


workable, going concern. 


I hope these thoughts find echo in the mind of every one of 
you. And that this convention will be the most productive, the 
most inspired we have ever held. 

May I, on behalf of my associates here in Cincinnati, greet 
you, and welcome you to the city. And we hope, while you're 
here, you will visit us personally. 


Yours sincerely, 


AN Mevrard Poy 


President 
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Not all Protection Wardens wear tin hats! 


Green-grocers and bookkeepers by day . . . hel- 
meted heroes at night . . . the men of Britain's 
Air Raid Precaution Service have made a mag- 


nificent contribution to their country’s defense. 


: Here in America, busy men 
with plain felt hats in place of tin ones provide 
Protection day and night for countless homes. 

They're not digging wounded children out of 
debris — but they are sending thousands of 
healthy children through school and college. 


They're not snuffing out incendiaries on neigh- 
boring roofs — but they are helping the families 
under those roofs to carry on, after death has 
struck without a warning siren. 

Who are they? They are the trained and 
experienced life insurance men and women 
of America, who are helping families to set 
up defenses that are certain in 
uncertain times. 

From coast to coast, New Eng- 
land Mutual’s group of Career 
Underwriters is eminently 
qualified to render intelligent 


George Willard Smith, President 


Lye Insurance Company 


counsel on personal insurance problems. 

Representing the first mutual life insurance 
company chartered in this country, they are 
equipped with a variety of unusually liberal 
contracts that may be written to suit your 
particular needs. A friendly consultation may 
be had without obligation on your part. 


New England Mutual 


of Boston 


Agencies in Principal Cities Coast to Coast 


THE FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA — 1835 


This advertisement appears in THE SATURDAY EVENING POST of September 13th, TIME of September 29th, NEWS WEEK of October 6th 
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MAX ABRAMS, Manager 
Occidental Life Insurance Co. of Cal. 
JOSEPH W. AUSTIN, General Agent 

National Life Insurance Co. of Vermont 
PHILIP C. BAKE, Manager 
Phoenix Mutual Life Insurance Co. 
JUDD C. BENSON, General Manager 
The Union Central Life Insurance Co. 

W. A. R. BRUEHL & SONS, General Agents 
Home Life Insurance Company of New York 
PAUL H. BURKMAN, Manager . 
Bankers Life Company of Iowa 
W. THOMAS CRAIG, General Agent 
Aetna Life Insurance Company 
L. B. DIERKES, Agency Director 
New York Life Insurance Company 
WALTER C. DOLL, General Agent 
Berkshire Life Insurance Company 

‘ J. S. DREWRY & CO., General Agents 
he Mutual Benefit Life Insurance Company 
WILLIAM T. EARLS, General Agent 
Connecticut Mutual Life Insurance Co. 
ba ELLIS & BLOHM AGENCY, General Agents 
rovident Mutual Life Insurance Company 
: MILTON M. GATCH, Branch Manager 
un Life Assurance Company of Canada 
% JOSEPH M. GANTZ, General Agent 
e Pacific Mutual Life Insurance Company 
Pes D. GRANNIS, JR., General Agent 
enn Mutual Life Insurance Company 
=e R. HAMMERLEIN, General Agent 
¢ Minnesota Mutual Life Insurance Company 
The TL AMIN F. HEALD, General Agent 
incoln National Life Insurance Company 
As M. HERMAN, General Agent 
“orthwestern National Life Insurance Co. 
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ASSOCIATED LIFE GENERAL AGENTS AND MANAGERS OF CINCINNATI 


RAY HODGES, Manager 
The Ohio National Life Insurance Company 


IRL B. JACKSON, General Agent 


Massachusetts Mutual Life Insurance Company 


PAUL W. KISTLER, General Agent 
American United Life Insurance Company 
W. E. LORD COMPANY, General Agents 
Continental Assurance Company 
WILLIAM J. MACK, General Agent 
Northwestern Mutual Life Insurance Co. 
CHARLES J. McCOY, Manager 
The Mutual Life Insurance Co. of New York 
ROGER Q. MILSTEAD, Manager 
The Prudential Insurance Company of America 
J. B. MOORMAN, General Agent 
Equitable Life Insurance Company of Iowa 
R. C. O°CONNOR, Manager 
Reliance Life Insurance Company of Pittsburgh 
L. B. PERIN, Manager 
The Fidelity Mutual Life Insurance Company 
GUY D. RANDOLPH, General Agent 
New England Mutual Life Insurance Co. 
LEE B. SCHEUER, General Agent 
State Mutual Life Assurance Company 
W. R. SMITH, Manager 
Acacia Mutual Life Insurance Company 
BENJAMIN STONER, Manager 
Connecticut General Life Insurance Company 
GEORGE VINSONHALER, General Agent 
John Hancock Mutual Life Insurance Company 
CHARLES H. WIBLE, Manager 
Union Mutual Life Insurance Company 
FRANK WIGLESWORTH, Manager 
The Travelers Insurance Company 
GEORGE J. WOODWARD, Manager 
The Equitable Life Assurance Society of the 
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It is with a great deal of pleasure and pride 
that the Associated Life General Agents 
and Managers of Cincinnati welcome you 
for the 1941 Convention of the National 
While 


here we cordially invite you to avail your- 


Association of Life Underwriters. 


selves of all our facilities to help make your 


visit a more pleasant one. 


we 
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( incinnati Convention in Strong Start 


(ontest for 
ecretary Capital 
Political Issue 

” Andrews-Hedges Race 
_ Close—Electioneering 


' Doesn’t Dominate 


» Although much interest is being taken 
ih the session of the national council 
Thursday afternoon at which the elec- 
stion will take place, the political situa- 
fion by no means dominates the con- 
syention as it has in other years. The 
contest, of course, is for the posi- 

nh of secretary, as the assumption is 
pthat whoever is elected to that position 
pwill be advanced to vice-president at 
‘Minneapolis next year and will become 
the president in 1943. The rivals are 
W. H. Andrews, Jr., home office general 
agent of Jefferson Standard Life of 
re eensboro, N. C., and Herbert A. 
Hedges, Kansas City general agent for 

table of pee 

|, Intensive electioneering is being done 
in behalf of these candidates, but spec- 
facular methods are not in evidence. 
shere is a complete absence of acrimony 
™ the two camps. Present indications 
oe that the result will be extremely 


Nine Candidates for Trustee 


> There are nine candidates in the field 
for the six two-year and one one-year 
pterm on the board of trustees, which 
Means that two will fail to win seats, 
amd hence there is a considerable ele- 
ment of contest. None of the trustees 
Whose terms are now expiring is stand- 
‘ing for reelection. The position of four 
in this matter was previously made 
mown, and at Cincinnati Earl Colborn, 
Connecticut Mutual, Rochester, N. Y.. 
and Paul Sanborn, Connecticut Mutual, 
oston, announced that they are not 
fandidates for reelection. 

Two of the candidates are from Okla- 
in and it is assumed that only one 
of these will be elected. Hence that 
‘situation provides a contest of its own. 
hose men are E. L. Allison, independ- 
‘fant, of Tulsa, and Tom B. Reed, Great 
Southern, Oklahoma City. 
| Although it is entirely possible that 
oeth may be elected, there is a hint of 
Mp contest between Philip B. Hobbs, 
#auitable Society manager in Chicago, 
8g omer Rogers, Equitable Society 

hager in Indianapolis, because these 

h are from the same company and 

m the same geographical sector. Both 
beam se ™en are supported by strong 
jumittees. Although getting the proper 
tad in company and territorial rep- 
htation is taken into consideration, 

ence and ability and willingness to 
© in the interest of the association 
Be amount considerations and the 
cit may conclude that it is not neces- 
=f to make a decision as between Mr. 
pes and Mr. Rogers. 

Mecion’ the only colorful feature of the 
ey ering this year was the work 


Ps 
Oxp 


young ladies who attached patri- 
a vems to the lapels of -conven- 
*S in behalf of W. Rankin Furey, 





Presides at Opening of Big Convention Dramatic Stunts Add 


HARRY T. WRIGHT, Equitable Society, Chicago 
President National Association of Life Underwriters 








Berkshire Life general agent at Pitts- 
burgh. 

Some of the candidates are just about 
certain to make the grade. For instance, 
Ralph W. Hoyer, general agent at Co- 
lumbus, O., is expected to get the vote 
of probably every member of the coun- 
cil and the prediction is that he will be 
the Number 1 man in the balloting. 

In addition to those mentioned above, 
the candidates are: Clancy D. Connell, 
Provident Mutual, New York; W. W. 
Hartshorn, Metropolitan Life, Hartford; 
H. L. Lawrence, Lincoln National Life, 
Newark. 

The nominating committee, headed by 
Lee Wandling, Equitable Society, Wich- 
ita, held numerous sessions at Cincinnati 
and heard presentations in behalf of 
various candidates. 


Executive Secretaries Meet 


The five executive secretaries of local 
associations that were in attendance held 
two sessions, one on Monday and then at 
luncheon Wednesday. They discussed pri- 
marily details of the defense bond selling 
program. On Wednesday, they had with 
them President Harry T. Wright and Gale 
Johnston, 


field director of the defense 


Hull in Hospital; 
Misses First 
N.A. L. U. Rally 


in 14 Years 


The Cincinnati convention this year is 
missing a central figure. General Coun- 
sel Roger Hull, for the first time in 
years, was absent from an N. A. L. U 
convention. For the past 10 days he 
has been undergoing treatment at the 
Columbia-Presbyterian hospital in New 
York and he will be obliged to remain 
there at least for another week. Mr. 
Hull had been suffering discomfort for 
about two months, but he had kept on 
the job until he entered the hospital. 








savings program. The secretaries present 
were J. M. Hughes, New York; Joy 
Luidens, Chicago; Joseph Charleville, Los 
Angeles; Helen Dwyer, Peoria, IIl., and 
Ross Edgar, Pittsburgh. 


to Thrill of Opening 


National Association of 
Life Underwriters in 
Annual Gathering 


The opening session of the main con- 
vention of the National Association of 
Life Underwriters has always provided a 
special thrill that is found in no other 
insurance gathering. It is an appointed 
hour for the exaltation of the field man 
and the moment is dramatic. 

At the convention here in Cincinnati a 
number of prafessionally dramatic touches 
were applied to intensify the naturally 
dramatic quality of the hour Wednesday 
morning and to whet the appetite for the 
four convention sessions that are ahead. 
The opening session was held in Taft 
Auditorium, which is commodious and 
attractive. 

The dramatic setting for the opening 
session was again arranged by James V. 
Laughran of Philadelphia, who directed 
the procedure last year when the con- 
vention was in his home city. 

A large part of the audience consisted 
of the rank and file of producers who just 
arrived on the scene Wednesday morning 
or Tuesday evening, but many hundreds 
had been in Cincinnati. throughout. the 
week for the many collateral - activities. 
So highly developed have these side shows 
become that a large proportion of the con- 
vention goers are active participants in 
one or more of them. 

The trustees were in Cincinnati Sunday 
and held an all day session, being enter- 
tained that evening at a brewery dinner 
by the Cincinnati managers. Then on Mon- 
day came the all day session of the national 
council and the nominating committee held 
its first caucus that day. The, women’s 
quarter million dollar round table had an 
afternoon meeting and a dinner session. 
Also that evening was held the valuable 
dinner gathering of presidents of state 
life underwriter associations, and the din- 
ner for members of the Million Dollar 
Round Table, Union Central Life being 
host. 


Tuesday Is Crowded Day 

Tuesday was a crowded day. The Mil- 
lion Dollar Round Table started off at 
breakfast and then had morning and after- 
noon sessions. At the same time the 
Managers & General Agents organization 
had morning, afternoon and evening din- 
ner sessions, attended by about 800 . The 
women underwriters were in session 
throughout the day. The directors of the 
American Society C. L. U. started at 
luncheon and kept in session throughout 
the afternoon and that evening there was 
a dinner of the trustees of the American 
College. 

The Cincinnati hosts had made close 
arrangements and there was not a flaw 
to be found in the physical setup of the 
convention. They were even accused of 
arranging the two sensational extra in- 
ning baseball games Monday and Tuesday, 


(CONTINUED ON PAGE 44) 
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Wright Hits Move 
for Added Taxation 


of Life Insurance 


Care Needed in Social 
Security Action, National 
President Warns 


The inequity of additional taxation of 
life insurance was pointed out by Harry 
T. Wright, president of the National as- 
sociation, in his address at the opening 
session. 

“It is rather difficult to understand 
why there should be repeated proposals 
to further tax the institution of life in- 
surance,” he said, “because a man who 
buys life insurance has already taxed 
himself. Are we going to tax a tax? 
Life insurance companies are trustees 
for those thrifty policyholders numbering 
over half of the nation’s population 
whose thrift prevents them from _ be- 
coming a burden upon others. 

“T believe the public should know that 
the life insurance salesman, more than 
any other salesman, helps reduce taxes. 
How? By selling the American people 
the idea to make provision for them- 
selves and their families. Those who 
provide for themselves and their fami- 
lies are eliminating the necessity for 
having such provision made for them by 
the federal and state governments. 


Should Show Taxes Paid 

“Silence may be golden but we have 
been off the ‘gold standard’ for some 
time and we feel that life insurance com- 
panies owe to those whom they serve, 
the policyholders, a factual report on 
taxes paid. Does the average policy- 
holder understand this situation? I think 
not. He has a right to and we believe 
that he will object most strenuously to 
further taxation of his funds. 

“Our job is to help people solve prob- 
lems. With greatly increased taxes and 
rising living costs in the offing, it is 
pretty safe to say that the only way 
the average man can provide for him- 
self and his family is through the insti- 
tution of life insurance.” 

In connection with efforts to bring life 
agents under the old age section of the 
social security act, approved by the trus- 
tees at the Wichita meeting, President 
Wright warned that great care must be 
exercised in this connection, not only to 
avoid being drawn into the unemploy- 
ment provisions of the act, but also to 
clarify the rules that would govern the 
writing of some business after age 65. 
There also should be a decision as to 
whether renewal commissions would be 
regarded as currently earned income. 
Progress on Agents’ Compensation 

He praised the progress that has been 
made on the question of agents’ compen- 
sation. “As a personal producer,” he 
said, “it has been my feeling for a long 
time that the agent who reflects no 

(CONTINUED ON PAGE 47) 
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Ray Hodges, Ohio National, Cincinnati, national trustee: Herbert Hedges, Equitable of 


Iowa, Kansas City, candidate for secretary: L. W. Dunstall, Toronto, secretary Canadian 
Life Underwriters: W. H. Andrews, Jr., Jefferson Standard, Greensboro, N. C., candidate 
for secretary: and Homer Wright, Monarch Life of Canada, Saskatoon, Sask., president 


Canadian association. 








Service Training Program 
for Life Agents Planned 


In addition to the projects on which the 
committee on education, headed by Earl 
F. Colborn, Connecticut Mutual, Roches- 
ter, N. Y., has been centering its attention, 
including summer university courses, de- 
veloped from the so-called “Purdue plan,” 
and the three-step association training 
school, the committee this year is sponsor- 
ing a “life underwriters service training 
program,” developed in connection with the 
American College, American Society of 

. L. U,, Research Bureau and Life 
Agency Officers Association. Mr. Colborn 
said in his report that details of the plan 
are not ready to be announced, as it is 
still in the formative stage. 

In addition to the continuation of the 
course at Purdue, the summer short course 
idea has been extended to three states, 
Kansas, Minnesota and Wisconsin, and 
the groundwork for similar courses has 
been laid in a half dozen other states. 
The results from the three such courses 
nq this year were reviewed in some de- 
tail. 


Three-Step School Plan 

On the three-step schools, the report 
showed that the school on fundamentals 
has been conducted by nearly 100 local 
and state associations the past year and 
has proved to be a builder of both pres- 
tige and membership. A new syllabus has 
been prepared for the course in advanced 
salesmanship and is ready for immediate 
use by local associations. Several associa- 
tions already have scheduled this course 
for the fall or winter season and it is ex- 
pected that a substantial number of those 
which have held the fundamentals course 
will follow it with this one. -The ex- 
tremely advanced course in tax and busi- 
ness insurance, which bridges the gap 
between the second step and preparation 
for C. L. U. work, has so far been at- 
tempted by only a few of the larger asso- 
ciations, but undoubtedly will broaden in 
popularity as more associations use the 
intermediate courses. 

On the question of education of the pub- 
lic, while the state associations in Califor- 
nia and Missouri have done much in 


educating adults and students in life insur- 
ance, the committee again holds that it 
does not seem feasible for these plans to 
be extended to a nation-wide scale. 

Among the factors promoting education, 
the report mentioned the attitude of the 
federal government as exemplified by the 
passage of the George-Deen act. 


Operation of Purdue Plan 


H. L. Rogers of Indianapolis explained 
the origin and operation of the Purdue 
school. When the plan was started it was 
felt that a tieup with an important univer- 
sity would be very valuable from the 
standpoint of prestige and public rela- 
tions. The first session was for rural 
agents only, but this year it was broadened 
to admit agents of all classes. The enroll- 
ment for the three sessions so far has 
been 82, 131 and 145. 

Mr. Rogers advised that such courses 
should be on an area basis, for a group 
of states rather than for a single state. 
Eight states were represented at the last 
Purdue school. The responsibility for en- 
rollment should be on the general agents 
and companies rather than the local asso- 
ciation, he said. It has been decided that 
the conduct of such a school is not a job 
for a college professor. At the most recent 
course 37 practical life insurance men 
served as instructors. 

The course should be intensive, Mr. 
Rogers said. Two weeks are enough, with 
the first week devoted to fundamentals 
and the second for more experienced 
agents. In the Purdue course the students 
live in a dormitory, talk, eat and sleep 
life insurance. 


Results in Missouri Schools 

H. A. Hedges, pinch hitting for W. L. 
Coonrod, chairman education committee 
of the Missouri association, told of the 
work done in the past 2% years in 
Missouri high schools, especially in the 
small communities. 

The project was initiated by sending 
out return postcards to the high schools, 
asking them whether they had assembly 

(CONTINUED ON PAGE 42) 


James E. Rutherford, Penn Mutual, Seattle, national trustee; L. Mortimer Buckley, New City, Kan., J. Frank Trotter, Mutual Life, Kansas City, chairman Hedges’ committee’ B 
England Mutual, Chicago, chairman of national council meeting: Jul Baumann, Pacific Sclater Brown, Equitable of lowa, Nashville: M. P. Johnson, Fidelity Mutual, Tulsa, 
Mutual, Houston: group at Hedges’ headquarters—G. L. Maltby. Equitable of lowa, Kansas man Allison for trustee committee; Hal Little, Minnesota Mutual, Tulsa. 


Lack of Rivalry 
For “42 Meeting 
Eliminates Thrills 


Minneapolis Certain 
Choice; Los Angeles ‘43 
Bidder; Detroit ‘44 


An element of excitement at N, 4 
L. U. conventions that is lacking x 
Cincinnati this year is a contest fy 
convention city. In the past few year 
when rivalry has been keen, much colo; 
was added to the convention, with com. 
peting cities reenforcing their bids with 
pageantry, music, souvenirs, etc. and 
with large delegations on hand to hand 
the electioneering. 

This year there has been no question 
that Minneapolis would be selected fo 
the 1942 convention, and although Min. 
neapolis sent a large number to Cin. 
cinnati and Minneapolis banners wer 
displayed the fact that there is no issue 
kept interest subdued. 

Detroit, which last year competed 
with Cincinnati for the 1941 convention, 
still wants to be host, but it is willing 
to bide its time. The Detroit peopk 
hung banners proclaiming their desir 
to have the convention in 1944. J. L. 
Lee, Phoenix Mutual, new president of 
the Detroit association, headed a sizable 
delegation at Cincinnati. They are point: 
ing to 1944 rather than 1943 on the 
theory that in the latter year, after Min 
neapolis, the convention would logically 
go to some part of the country other 
than the middle west. 

Los Angeles wants the ,convention in 
1943 and Chas. Cleeton, Occidental Life, 
president of the Los Angeles association, 
heads a group of about 15 from his city 
that is building sentiment for a coast 
convention in that year. Los Angeles 
banners appeared at the headquarters 
hotel. 

The Minneapolis invitation will be pre 
sented by Wright Scott, Lincoln National. 
He is chairman of the committee. (o- 
chairman is W. S. Leighton, New York 
Life; A. R. Hustad, Northwestern Ne 
tional, is chairman of the “On-to-Minne- 
apolis” committee. 

A group of about 40 from Minnesota 
came to Cincinnati in special cars. 

The Minneapolis group was host to the 
members of the Million Dollar Rou 
Table at a cocktail party Tuesday after 
noon. 


Strong Nashville Delegation 


A delegation of 40 members of the 
Nashville Association of Life Under 
writers, headed by President Sam Mc 
Gaw, National Committeeman E. T. 
Procter and G. B. Slappey, chairmat 
of the “On-to-Cincinnati” campaigt 
arrived Monday as an escort for John 
A. Witherspoon, slated to be elected 
president of the National associatio? 
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Cooperation, Not 
Reciprocity, Proper 
life-Trust Spirit 


Widing Says Conflict 
Avoided if Clients’ 
Welfare Is the Guide 


Cooperation between insurance man 
and trust man exists when the former 
understands when life insurance pro- 
ceeds should be trusteed and when the 
latter appreciates when optional modes 
of settlement should be used, according 
to Theodore Widing, Provident Mutual, 
Philadelphia, who addressed the meet- 
ing of the Million Dollar Round Table, 
Tuesday. 

Mr. Widing outlined some of the serv- 
ices and characteristics of each agency, 
as follows: 

Trust agreement with a local trust 
company — Discretionary power, remar- 
riage, abnormal or crippled children, 
certain educational settlements, business 
insurance (advice of non - interested 
party), investments sometimes to be 
made only in accordance with testator’s 
directions; limitation as to amounts 
(trust company probably not interested 
in small estates, possible minimum of 
$25,000 or $50,000); service charge prob- 
able about 5 per cent on estate under 
$50,000—above that probably sliding scale 
down to as low as % of 1 percent, in 
connection with very large estates; com- 
petency and permanency of trustee; 
estate scattered (different assets, many 
scattered small policies in different com- 
panies). 


Life Company Characteristics 


Life insurance company under optional 
modes of settlement—Safety; guaranteed 
reasonable return; diversification of in- 
vestments; money not necessarily tied 
up (withdrawals provided but not for 
specific purposes); $1,000 to $2,500 lim- 
itation are about the only restrictions as 
to minimum amount of estate; where 
problem to be solved is simple; no ap- 
parent administration fees; where there 
are only a few policies and where estate 
is not scattered. 

The speaker said the fact that the 
trust company exacts a fee while the 
life company plan seemingly is free 
should not affect the decision. The real 
test is how well the task has been ac- 
complished. 

Sometimes, he said, there is a conflict 
of business interests; each may seek to 
derive a personal benefit from the asso- 
ciation rather than to base it on repre- 
sentation of the client. If reciprocity 
rather than cooperation is desired, then 
there arises jealousy, mistrust and dis- 
regard of the welfare of the client. 


Executive Committee 


Our goal in estate work,” he de- 
clared, “should be to have the trust man, 
the insurance man, and the lawyer act as 
an executive committee, each contribu- 
ting to the client’s problem the knowl- 
edge he has of his own particular field 
as applied to this one particular case, 
In order that the client’s best interests 
may be served.” 

An important step in the development 
of a better understanding between these 
8roups has been undertaken in many 
communities through the joint work of 
the life underwriters associations and 
Corporate fiduciary associations, in es- 
tablishing life trust councils. There are 
Now 19 such councils throughout the 
country and the movement is spreading 
rapidly, 


(CONTINUED ON PAGE 35) 





“Trade Up” Business and 


Add Extra Cipher to Sale 


In order to increase production it is 
important to “trade up” one’s business 
and move from a lower selling bracket 
to a higher one, Henry W. Hays, Massa- 
chusetts Mutual, Rochester, N. Y., 
pointed out before the Million Dollar 
Round Table. Mr. Hays likened the 
problem to that of a retailer who gradu- 
ally eases from one price level of appeal 
into a higher level, into a stratum where 
he sells one unit of merchandise to ring 
up a total which took two sales before. 
As he approaches this objective his vol- 
ume becomes easier to get. He has fewer 
transactions, as much or more money 
in the cash box. 


Must Make Each Hour Count 


“We work as individuals. Whatever 
we sell, we must sell for ourselves,” 
Mr. Hays declared. “Each day has a 
limited number of hours in which to 
prospect and perhaps prosper. Each 
hour must count. And the same effort, 
as you all know, may be spent in con- 
vincing a client in the matter of $5,000 
as is required for a policy of $5,000 with 
another cipher on it. It takes as many 
words, as many steps, as many hours 
to sell the five as it does the 50, so my 
suggestion is, simply, sell more fifties. 

“Put more effort on the successful 
men in other fields, the men who can 
buy your wares in substantial amounts. 
Of course, I do not mean to decry or 
derogate the desirability of selling as 
many fives and tens as possible, but I 
do advocate a little more time, a little 
more deliberation, a little more analysis 
and ingenuity directed toward the bigger 
opportunities. Bait the hooks for tuna 
once in a while. It takes a little longer 
to bring one to gaff, but a tuna is a 
mighty pleasant trophy to have in your 
collection. 


Come from Limited Sources 


“These larger cases come from lim- 
ited sources: (1) From corporations for 
insurance on key men, or for stock 
purchase plans; (2) Partnerships or in- 
dividual businesses for the same reasons; 
(3) Sales to rich men and women for 
many purposes; (4) Sales to people with 


large earning power but no capital; 
(5) Sales for inheritance tax purposes; 
(6) The unusual case for an unusual 
reason. In these fields there are needs 
just as definitely as there are in the case 
of the man who keeps your books or the 
woman who teaches your children in 
school. Human nature and human needs 
don’t vary greatly. There is simply the 
extra cipher or perhaps two or three, 
but the prospect and the plan are fun- 
damentally the same. 

“So we have the target. Now we ad- 
just the sights. What is needed? What 
can we suggest?” Mr. Hays then cited 
several specific cases: 


Covers Head of Branch 


“In my home town there is a large 
manufacturing company which does a 
national business. It is their policy to 
take a financial interest in their outlets 
whenever necessary. Some years ago I 
heard of a large investment that they 
had made in Chicago and I suggested to 
the treasurer that they buy insurance on 
the life of the president of their Chicago 
branch to cover their investment. The 
treasurer thought that this was a good 
idea and made all the necessary ar- 
rangements for me, with the result that 
I delivered $175,000 of insurance. This 
man died three years later and they 
had their investment back. From that 
time on they adopted the policy of cov- 
ering all their investments with insur- 
ance, and incidentally, they have had 
another death claim on which they were 
paid $150,000. Because of this experi- 
ence, this concern has become insurance 
minded and last year they bought key 
man insurance on all their officers.” 


Was Going to Drop Cover 

Mr. Hays told of another case involv- 
ing a very rich man with $825,000 of 
life insurance in force on his life. “I 
went to him with a plan to increase his 
insurance to a million. He listened very 
attentively, and said he would like to 
do it but his auditor had just told him 
that his personal income taxes for 1941 
would be $27,000 more than his 1940 
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Million Dollar Round Table Chiefs 








R. P. BURROUGHS, Manchester, N. H. 
New Chairman 


H. KENNEDY NICKELL, Chicago 
Retiring Chairman 





Round Table Holds Valuable Parley 


Million Dollar 

Group Has 

Many Activities 
Burroughs New Chairman; 
Stever Vice-Chairman, 


Ostheimer to Fore 


The Million Dollar Round Table, 
which each year becomes a more potent 
and respected influence in the business, 
enjoyed one of its most profitable get- 
togethers in connection with the Cincin- 
nati convention. The membership, 171, 
was the largest on record, being three 
greater than last year. 

A party of 62 gathered at French Lick 
Springs, Ind., for the weekend. They 
cemented friendships on the golf course 
and in other recreational pursuits, and 
Sunday morning they engaged in a bus- 
man’s holiday by having a session with 
Denis Maduro, counsel of the New York 
City Life Underwriters Association. The 
group were guests of Lincoln National 
Life at a dinner at French Lick. 

In Cincinnati Monday evening the 
members were guests of Union Central 
Life at a brilliant dinner. President W. 
H. Cox of Union Central gave a wel- 
coming talk and H. Kennedy Nickell, 
Connecticut General, Chicago, round 
table chairman, responded. 

About 75 turned out for the dzy-long 
session Tuesday that started, according 
to tradition, with breakfast. They were 
guests that afternoon at a cocktail party 
at the headquarters of the Minneapolis 
delegation. 


Burroughs New Chairman 

R. P. Burroughs, National Life, Man- 
chester, N. H., was elected as the new 
chairman. He has served as vice-chair- 
man during the past year. Mr. Bur- 
roughs, a Dartmouth graduate, has been 
in the business 14 years at Manchester. 
He first qualified for the round table in 
1931 and attained life membership in 
1940. 


The new vice-chairman is Ron Stever, 
general agent for Equitable Society at 
Pasadena, Cal. The new member of the 
executive committee is A. J. Ostheimer, 
III, Northwestern Mutual, Philadelphia. 

Mr. Nickell is a most gracious and 
competent presiding officer. At _ the 
breakfast session he introduced Paul 
Clark, vice-president of John Hancock 
Mutual, who was chairman of the first 
round table in Memphis in 1927, 15 years 
ago. Mr. Clark recalled the early days and 
named those who were at the Cincinnati 
session and were members of the Mem- 
phis table, they being R. U. Darby, 
Massachusetts Mutual, Baltimore; M. J. 
Donnelly, Equitable Society, New Castle, 
Pa.; Clay Hamlin, Mutual Benefit, Buf- 
falo; George E. Lackey, Massachusetts 
Mutual, Detroit; Lisle Spencer, Equi- 
table Society, Youngstown, O.; Jack 
Lauer of Cincinnati, and C. V. Anderson 
of Cincinnati. Mr. Lackey incidentally 
has never missed a round table meeting. 


Many Take a Bow 
Mr. Nickell had those at the head 
table take a bow—President Harry 
Wright, T. M. Riehle, Equitable So- 
ciety, New York, who was the fifth 
chairman; Mr. Lauer, who originated 
the pre-convention outings; Holgar 
Johnson, president Institute of Life In- 
surance; Mr. Maduro; R. H. S. Bril- 
liande, Occidental Life, Honolulu; Sis 
Hoffman, Union Central, Cincinnati, the 
only woman member; Ralph G. Law- 
rence, Texas Prudential, Oklahoma City, 
aged 26, the youngest member, and Mr. 
Burroughs and Mr. Stever. 

Mr. Nickell gave some statistics. In 
the 15 years there have been 455 mem- 
bers.: One hundred seventy-four were 
{CONTINUED ON PAGB 34) 
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Morale Building Is Topic of Managers 





Continued Progress S.minar Sessions Produce 
Stimulating Suggestions 


in Agency Practices 
Is Challenge 


D. Gordon Hunter Points 
Way to Morale Improve- 
ment before Managers 


Despite the multiplicity of problems and 
difficulties faced at the present time as 
well as during the past 100 years, life in- 
surance has come a long way, D. Gordon 
Hunter, vice-president and: agency manager 
Phoenix Mutual Life, declared before the 
managers’ section. Mr. Hunter represented 
the Life Agency Officers Association as 
chairman of the committee on agency prac- 
tices. 

“Today’s picture is very different from 
that of 30 years ago. But it is still an 
unfinished picture. Much remains to be 
done. We still face problems not fully 
solved that call for vision, courage and 
fearless decision. 


Problems Still Exist 


“We still have the problem of selection. 
We still have the problem of eliminating 
the unfit. We still have the question of 
part-time representation. We still have 
sporadic proselyting. 

“Agency practices and agency morale go 
hand in hand. The right answer to one 
gives correct answer to the other. Solve 
our problems of practice and we will auto- 
matically solve our problems of morale.” 

producers resent the employment 
of incompetents which can be eliminated 
by the aptitude test. Such a practice 
undermines their morale. Likewise agency 
morale is delicately sensitive to the con- 
tinued retention under contract of men who 
have tried and tried, but who definitely are 
unfit. “To be sure, they bring in a little 
business from time to time but as vital 
elements in your agency group, do they 
lift or drag? Ask your more capable men. 
If this practice is poor, again you have 
your answer to the morale effect—poor. 


Hurt Full-Time Men 


“Where part-timers are operating to the 
hurt of full-time men, men who are se- 
riously devoting their time to this one busi- 
ness, do we have a practice that affects 
morale in its broader reaches? I believe 
we do. I believe this practice strikes di- 
rectly at the morale of our greater body of 
regular, consistent and better producers. 

“As long as we have proselyting, be it of 
a pink variety or of the darker more sinis- 
ter shades, we have a morale problem. 
Proselyting affects the morale of our whole 
industry, from agent to home office execu- 
tive. It always leaves a scar and injuries 
to morale don’t heal quickly. It is an un- 
necessary practice. A malignant practice. 
A destroyer of morale. 

“Morale is called the ‘mainspring of 
management.’ And it is our responsibility 
never to let it run down. This is a chal- 
lenge to all of us! 


Challenge to Agents 


“It is a challenge to our agents to sit 
down with general agent or manager and 
impress on him the wisdom of careful selec- 
tion. It is a challenge to them to be more 
active in nominating men qualified to be 
their associates. It is a challenge to them 
to exceed the average production of the 
part-timer by so wide a margin that there 
will be no question of volume lost. 

“It is a challenge to general agents: and 
managers. It is a challenge to them to say 
to their home office executives, ‘We know 
these principles are practical from every 
angle of agency effectiveness. You do your 
part and we'll do ours!’ 

“It is a challenge to home office agency 
executives to reflect; to analyze; to make 
(CONTINUED ON PAGE 16) 





The four seminar sessions into which 
the managers’ and general agents’ meet- 
ing Tuesday were divided in mid- 
morning proved very stimulating. There 
was some delay while the members were 
finding the proper rooms, one of which 
was in the basement, another on the 
mezzanine floor and two on the roof. 

Presiding over each seminar was a 
“captain,” who had at his side five or 
six co-captains and a representative of 
the Research Bureau. The captain at 
each seminar led off with some general 
remarks on morale building. Then each 
of the co-captains contributed some ob- 
servations and there were numerous 
ideas advanced from the floor. 


CASSIDY SEMINAR 








More than 100 attended the seminar in 
charge of H. K. Cassidy, Pacific Mutual, 
San Francisco. Mr. Cassidy made some 
prefatory remarks. He characterized morale 
as “a way of living.” Conscious morale 
building in business today has just as defi- 
nite a place as it does in the armed services. 

Mr. Cassidy reviewed some of the points 
brought out by the Research Bureau in 
its study of morale. 

The co-captains at this seminar were 
R. G. Engelsman, Penn Mutual, New 
York; M. J. Ream, Mutual Benefit, Pitts- 
burgh; Gifford Vermillion, Mutual Life, 
Chicago; Vernon Holleman, Home Life, 
Washington, D. C.; W. M. Rothaermel, 
vice-president Pacific Mutual, and Warren 
Magruder, Connecticut Mutual, Baltimore. 


Engelsman Competes Himself 


Mr. Engelsman said in a tough agency 
contest he puts his own name on the list 
for purposes of morale. There has never 
been splitting of commissions in the agency, 
and the privilege is never abused, he said. 
Mr. Engelsman arranges for his men to 
write articles and make speeches. Mr. 
Engelsman always builds up his agents 
with their customers. But he seeks to 
avoid creating a “big shot” complex in 
his men, as when they get such an atti- 
tude their sales slip. One device is to 
praise a “big shot” for something which 
he did not do. That seems to bring a man 
down to earth. 

Mr. Engelsman also told of a long range 
program in his agency to remove empha- 
sis on the sale of annuities. It took a year 
to accomplish the results. It was done by 
accenting life insurance at all times, with- 
out openly knocking annuities. 

Agency Bulletins 

Hugh Bell, Equitable of Iowa, Seattle, 
gave some ideas on agency bulletins. The 
bulletin is sent to the wives and it includes 
personal items about home life of agents, 
such as purchase of new automobile, etc. 
There is a column called “Hall of Fame,” 
in which praise is given to some agent who 





E. L. Allison, Tulsa, and Tom B. Reed, Great Southern, Oklahoma City, candidates for national trustee: Homer Jamison. Equitat® 
Society. Oklahoma City: Ralph Engelsman, Penn Mutual, New York: W. W. Hartshorn, Metropolitan Life, Hartford, candidate 
trustee: Denis B. Maduro, counsel for New York City Life Underwriters Association, and Jack Lauer, Cincinnati. , 


has performed brilliantly. In addition, the 
agency gets out a confidential bulletin to 
men on the list. It shows the exact paid 
for business for each 10 day period and for 
year to date. It tends to “whittle down the 
big shot,” who is living on past per- 
formances. 

Mr. Ream told an effective means of 
overcoming a new agent’s depression after 
his first burst of enthusiasm had dwindled. 
His company inquires of beneficiaries one 
year after they have received the proceeds 
as to their attitude on insurance. The 
heartfelt testimonials provide a great tonic 
for the agent whose morale is low, who 
may have felt he had gotten into the wrong 
business. 


Joe Gantz is Heard 

Joe Gantz, Pacific Mutual, Cincinnati, 
said his agency has a meeting each morn- 
ing. It is in the nature of a rehearsal and 
it builds morale. 

Mr. Gantz said he seeks to build assets 
for his men. “We try to enhance his 
assets; if he has enough of those he will 
come through.’ 

“We always talk about something the 
agent did, not something we did. I live 
with my agents; I eat with them and play 
with them.” 

Mr. Gantz said he always talks in terms 
of commissions, rather than volume of 
business, “because that is the coconuts.” 
It is necessary to get close to the men to 
understand them.” 


Home Office and Morale 

Frank Devitt, Capitol Life, Denver, said 
morale starts with the home office, be- 
cause the relations must be cordial be- 
tween home office and general agent if the 
latter is to communicate enthusiasm to 
the agent. Mr. Devitt each year works 
out family budgets with his agents and 
their wives. He prints each month in the 
Denver “Post” the picture of an agent 
who has completed a quota. Mr. and Mrs. 
Devitt entertain agents and their wives on 
anniversaries. He seeks to induce his men 
to take a part in civic affairs. 

Mr. Rothaermel said the general agent 
is the one to instill morale into the field 
force. The home office can assist By caus- 
ing the agent to appreciate that the com- 
pany is sensitive to suggestions and is 
cooperative. The home office can drop per- 
sonal notes to field men on anniversaries, 
on birth of a child, sale of large policies, 
etc. Morale building technique consists of 
many small procedures, he said, but one 
single bad move can be very destructive. 
Each month Mr. Rothaermel sends a card 
of congratulations to those on the honor 
roll. Talks to agents by beneficiaries are 
very effective, even though they are nerv- 
ous and halting in telling their stories. 
Their very lack of poise makes for a 
realistic effect. 

A member from San Diego said much 
of the improvement in his agency is due 

(CONTINUED ON PAGE 36) 





Called Keystone 
of Success in 


Agency Management 


Subject Discussed in All. 
Day Session and Four 
Seminars 


Building and maintaining morale o 
agents is now recognized as one of the 
biggest if not the biggest task of the 
general agent or manager and a major 
factor in the success of his agency. With 
that thought in 
mind, there were 
nearly 12 hours of 
discussion on the 
subject at the se. 
sions of the genera 
agents and managers 
section Tuesday. In 
addition to general 
sessions the early 
part of the morning 
and all afternoon, 
there were four ¢- 
multaneous seminar 
sessions the _ latter 
part of the morning, 
all considering the 
same general questions, but with different 
viewpoints brought out, of course, by the 
participants. Each seminar had a chairman 
and an assisting panel of four or five gen- 
eral agents, one or two home office men 
and a representative of the Sales Research 
Bureau. In order to keep the attendance 
at the four seminars about equal each man 
attending the morning session was given 
a slip designating the seminar which he 
was to attend. At the conclusion of each 
seminar, a vote was taken on the best 
idea presented and the men_ presenting 
them were selected to constitute the “Four 
Keystones,” outstanding feature of the 
afternoon session. 





W. H. Andrews, Jr. 


Prepare Notable Program 


W. H. Andrews, Jr., Jefferson Standard, 
Greensboro, chairman of the general agents 
and managers committee, in general charge 
of the sessions, and Osborne Bethea, Penn 
Mutual, New York, program chairman, 
who presided at both the general sessions, 
had prepared a notable program, which 
was generally acclaimed as one of the 
best ever presented. 


Four Cups Are Presented 


Instead of the one cup _ heretofore 
given for outstanding accomplishment 
by a general agents’ and managers’ asso- 
ciation, the Manager’s Magazine this 
year divided the associations into three 
groups, based primarily on size, and of- 
fered a cup for each group. They were 
presented at the managers’ session Tues- 
day morning. ; 

In group 1, Pittsburgh was the wit- 
ner, the cup being received by Harold 

(CONTINUED ON PAGE 41) 
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More Uniformity 
Sought for 
State Associations 


Procedure Discussed at 
Meeting of State Presi- 
dents, Schaeffer Presides 


The problem of integrating the work of 
the state associations more closely with 
that of the National association and the 
question of establishing greater uniformity 
or standardization of procedure was given 
the major attention at the dinner meeting 
of state association presidents Monday 
night. Earle H. Schaeffer, Fidelity Mu- 
tual, Harrisburg, Pa., chairman of the 
committee on state and regional associa- 
tions, who presided, said that there is now 
no regulation or supervision and the state 
associations are really a law unto them- 
selves. There is no requirement that locals 
have to belong to the state association and 
they can make their own rules as to dues, 
representation, financing and other mat- 
ters. 

A proposed amendment to the National 
association constitution and a set of stand- 
ard by-laws had been prepared and there 
has been much correspondence between 
chairman Schaeffer, O. Sam Cummings, 
chairman of the committee on by-laws and 
National association officers, but there 
were sO many points to iron out that it 
was impossible to bring the matter up for 
final action at this meeting. Therefore 
the discussion of the various points at 
issue was really only academic at this 
time, but Mr. Schaeffer said that it should 
be of great value to those who have to 
handle the matter in the new administra- 
tion. 


Now Substantial Uniformity 


R. W. Hoyer, John Hancock, Columbus, 
past president of the Ohio association, 
chairman of a special committee which 
has been giving especial study to the situa- 
tion, said he had obtained copies of the 
by-laws of practically all the state associa- 
tions and that there is substantial uni- 
formity on most important topics, except 
for provisions to take care of certain spe- 
cial conditions and that it should be a com- 
paratively easy matter to bring them into 
line if there is a spirit of give and take. 

He spoke of the proportionate repre- 
sentation plan in Pennsylvania, which gives 
the larger associations greater voting 
power. That brought Jul B. Baumann, 
Pacific Mutual, Houston, past president 
Texas association, to his feet to oppose 
any such plan. He insisted that all asso- 
ciations should have equal representation 
regardless of their size. That brought up 
the question of uniform dues, and the situ- 
ation in Illinois was mentioned, where 
Chicago has 2,200 members, as against 
800 in all the rest of the state. 

Prewitt B. Turner, Home Life, Kansas 
City, president Missouri association, said 
if an association has a program that is 

(CONTINUED ON PAGE 43) 





National Group 
of C. L. U. Elects 


The annual meeting of the American 
Society of Chartered Life Underwriters 


was held in con- 
nection with a 
luncheon session 


Wednesday. Benja- 
min Alk, Penn Mu- 
tual, New York, 
retiring president, 
was in charge. 

John D. Moyna- 
han, manager Met- 
ropolitan Life, Chi- 
cago, was elected 
as president, 
George E. Lackey, 
general agent Mas- 
sachusetts Mutual 
Life, Detroit, is 
vice-president; Edward A. Krueger, 
manager field service division State Life 
of Indianapolis, treasurer, and David Mc- 
Cahan, dean American College of Life 
Underwriters, secretary. 


New Directors Elected 

New directors elected for three-year 
terms are: James Elton Bragg, manager 
Guardian Life, New York City; Clifford 

. Orr, general agent National Life 
of Vermont, Philadelphia; H. Cochran 
Fisher, Aetna Life, Washington; A. 
Walton Litz, manager of agencies Con- 
monwealth Life, Louisville, and Alfred 
C. Duckett, special agent Northwestern 
Mutual Life, Los Angeles. 

Lawrence Willet, associate general 
agent Penn Mutual Life, Atlanta, was 
elected a director for the two-year un- 
expired term of A. Walton Litz, who 
resigned as director from the southern 
district because of a change of location. 

Mr. Alk automatically becomes an ex- 
officio member of the board. 


Hodges Cites 
Compensation 
Study Progress 


A report on the progress that has 
been made and the studies that are now 
in progress to create a more successful 
system of agency compensation was 
given by Ray Hodges, Ohio National, 
Cincinnati, chairman of the committee 
on the subject. Mr. Hodges reviewed 
the recently publicized reports of the 
M Linton Research Bureau com- 
mittee, including that on the three step 
bridge over plan and that on pension 
plans. 

Mr. Hodges said that the question of 
vesting or nonvesting of renewals has 
excited intense interest in the field. 
Agents are reluctant to surrender vested 
interests without getting something in 
exchange. Agents, he said, should re- 
member that wherever the Linton com- 
mittee has suggested that only the first 
three years commissions be vested, at 
least two points of additional recom- 





Benjamin Alk 


Horace Storer, Bankers of Iowa, Indianapolis, president Indiana state association; Oren 
D. Pritchard, Union Central, Indianapolis, chairman state association: Homer Rogers, 
Equitable Society, Indianapolis, candidate for trustee: Eber Spence, Provident Mutual, 


Indianapolis: scene at registration desk: H. J. Shaw, Home Security, Durham, N. C.; John 
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Convention Committee 








RAY HODGES, Cincinnati 
Ohio National Life 








pense are recommended: a vested pen- 
sion plan and a 2 percent service com- 
mission throughout the life of the policy, 
non-vested. 

Mr. Hodges pointed out that the com- 
mittee does not imply that companies 
that are now paying commissions above 
the New York permissible scale should 
drop all the way to that level; those 
companies could adjust to ratio. 


Social Security Benefits 

Officials of the National association 
have been conferring with the Social 
Security Board to determine whether 
agents can be brought under the old 
age benefit section of the social security 
act without also being drawn _ into 
the unemployment compensation pro- 
visions. The committee hopes soon to 
be able to report progress. 

More than 10 companies, in addition 
to more than 15 which had already 
adopted advanced methods of compen- 
sation, have in the past few months 
adopted some part or all of the Linton 
committee’s proposals. The following 
companies have adopted pension plans 


for agents: . 


Have Pension Plans 

Acacia, Bankers of Nebraska, Bank- 
ers National, Connecticut Mutual, Con- 
tinental American, Equitable Society, 
Equitable of Iowa, Guarantee Mutual, 


Liberty National, Life & Casualty, 
Life of Virginia, Lincoln National, 
Kansas City Life, Metropolitan, Mu- 


tual Benefit, Mutual, National L. & A,, 
New York Life, Penn Mutual, Phoenix 
Mutual, Pilot, Provident Mutual, Re- 
public National, Security Mutual of 
Nebraska, Southwestern, West Coast. 
(CONTINUED ON PAGE 48) 


Salem, N. C. 


Pasco, Equitable Society, Raleigh, N. C.: John T. Richardson, Aetna Life, Raleigh. stale 
president; W. H. Andrews, Jr., Jefferson Standard, Greensboro, candidate for secretary! 
Thurman Taylor, Southeastern Life, Durham; George Elliott, Jefferson Standard, 


Management and 
Policyholders Must 
Unite—Hawkes 


U. S. Chamber Head Says 
Concerted Action Needed 
to Preserve Free Enterprise 


Albert W. Hawkes, president of the 
Chamber of Commerce of the United 
States, warned life insurance manage- 
ment that excessive government spend. 
ing, deficit financing, government entry 
into the productive enterprise field, and 
unfair one-sided group legislation may 
sound “the death knell of private prop. 
erty and investments” if the manage. 
ment of life insurance companies and 
their some 65 million policyholders do 
not unite “in concerted action to pre- 
vail over the forces which threaten to 
destroy our free enterprise system—the 
very foundation upon which life insur- 
ance values rest.” Mr. Hawkes ad- 
dressed the opening general session 
Wednesday. 

Mr. Hawkes said that insurance man- 
agement has “now reached the fork in 
the road of free enterprise” and must 
decide which fork it will travel. “The 
one road,” said Mr. Hawkes, “leads 
along the way in which you are at 
present going—with no stronger bond 
of cooperation between the policyholders 
and management than now exists—with 
management struggling to convince 
themselves against their will and better 
judgment that things will turn out all 
right from the standpoint of security 
of investment and earning power.... 
The other road leads to cooperation and 
understanding between management of 
life insurance companies and some 65 
million policyholders, in concerted action 
to prevail over the forces which threaten 
to destroy our free enterprise system— 
the very foundation upon which life in- 
surance values rest.” 





Praises Insurance as Investment 

“People will, and should, continue to 
buy life insurance since, because of its 
diversification of investments in the best 
things we have in America, it is a safer 
investment than that in any individual 
business. ; 

“Tf my philosophy is correct that in- 
vestment in life insurance policies 1s 
virtually as safe as government bonds— 
and should have a better yield—then our 
problem is to keep it so by defending 
our form of government, our free enter- 
prise system, and our individual choice 
of action, before it is too late. 

Mr. Hawkes recommended that the 
companies unite in an effort to “conduct 
a campaign of education in the interest 
of all policyholders and _ suggested 
that the Institute of Life Insurance be 
used for this purpose. 

“Life insurance,” continued Mr. 
Hawkes, “is one of the greatest inven 

(CONTINUED ON PAGE 46) 
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HOME DEFENSE GUARD 


“Great emergencies call for great efforts.” 


Our forefathers exemplified the truth of this adage in their struggle to win their freedom from the 
tyranny of the past. Our political leaders today are calling for an “all out” effort to protect these 
liberties so hardly won. The response is enlisting the efforts of the flower of the Nation. 


This is our way. What we cherish we will protect at all costs. 


Our Homes are our dearest possessions, and Life Insurance is the essential protector of the Home, 
as proved by the 64,000,000 American policyholders. That is why such a stalwart force of Life Insur- 
ance representatives have enlisted themselves in this Home Protecting Service. 


Today our Life Insurance Agent is: 


EDUCATED in the handling of the tools of his profession. 
SYMPATHETIC in his understanding of the problems of his client, and 
PROFESSIONAL in his application of insurance to actual risks. 


This great body of men are doing a grand job of protecting and thus promoting the American Home. 


ansds | a 
INSURANCE (OM 


KANSAS CITY 
MISSOURI 
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Women’s Quarter Million 


Group Holds Forth 


Taking the theme “America Marches 
on with the Declaration of Financial 
Independence,” Lillian L. Joseph, Home 
Life, New York, chairman of the 
Women’s Quarter Million Dollar Round 
Table, carried it out both in arranging 
the program and the decorations for the 
room in which the meetings were held 
Monday afternoon. Mrs. Joseph key- 
noted the session with a _ talk on 
“Americanism, Our Heritage,” in which 
she stated that the people of America 
are united in the common bond of a 
priceless heritage of courage, under- 
standing and tolerance. The liberties, 
she said, have been handed down under 
the constitution from generation to gen- 
eration. This heritage will always be 
defended, Mrs. Joseph declared. 

In extending greetings, Beatrice 
Jones, Equitable Society, president of 
the Life Underwriters Association of 
New York City, stated that agents can 
help people who are uncertain, dis- 
turbed, and distrustful to find a new 
faith through the business which they 
represent. Agents should go to the pub- 
lic with a great sense of confidence and 
a deep sense of “that security for which 
our business stands.” 

Miss Jones said that the meeting gave 
women agents another chance to see the 
career women of life insurance in a 
single group. Career people become the 
leaders of a business, she asserted. The 
session was thrown open to all women 
agents, through the courtesy of Mrs. 
Joseph. 


Record of Qualifiers 

It is interesting to note that the 22 
qualifiers paid for $8,750,000, or nearly 
$400,000 each, a most creditable show- 
ing. The women qualifying were seated 
around two circular tables placed at the 
front of the room. The tables were 
decorated with individual red, white, and 
blue quill pens, which were placed on 
dark blue table covers, making a most 
colorful and attractive effect. The room 
itself was decorated with American flags 
on the walls and on standards, and two 
large vases of gladioli. There were also 
flowers on both tables. A large blown 
up reproduction of the program in red, 
white, and blue was placed on the wall. 
Just before the session opened, Mrs. 
Joseph was presented with a red, white, 
and blue corsage by the round table 
members. Mrs. Irene P. Monfort, Union 
Central, Cincinnati, read several mes- 
sages from members who were unable 
to be on hand. About 50 were present. 





MARKET EXPANDS 


The life insurance sales market has 
shifted rapidly during the past year, 
Helen Summy, Equitable Society, St. 
Joseph, Mo., pointed out. Defense au- 
thorities predict that 20,000,000 Ameri- 
cans will be employed in defense in- 
dustries by 1944 and national labor 
legislation has already guaranteed for 
these employes a high wage and as the 
program continues, these wages may 
even advance. The aircraft industry 
alone already has a payroll amounting 
to over $10,000,000 a week. It is highly 
important that life agents divert a sub- 
stantial amount of this newly acquired 
income into life insurance protection and 
savings plans. 

Women offer a good fertile field for 
writing life insurance. Nurses are in 
great demand and hospitals are pushing 
their training. Stenographers and secre- 
taries are receiving high salaries and the 
demand exceeds the supply for efficient 
stenographers. Many women are being 
employed to replace men called into 
service and to defense industries. 

Probably the most profitable group to 
solicit is the salaried man between ages 
28 and 40 who makes a comparatively 
good income and does not carry the 








heavy financial responsibility of his em- 
ployer in obtaining materials, keeping 
production going, and the payment of 
heavy taxes. He probably has the great- 
est need for life insurance because of a 
dependent family and the uncertainty of 
their welfare in the next few years in 
the event of his death. 


Emphasis on Key Men 

The defense program has put the em- 
phasis on value of key men. Merchants 
and professional men are benefiting from 
the circulation of money. Men and wo- 
men of means need life insurance due to 
the additional tax burden on estates un- 
der the new revenue act. It is just as 
important as ever that a high salaried man 
purchase a substantial amount of insur- 
ance to cover the shrinkage in his estate 
due to excessive taxes and to provide a 
high living standard for his family in 
event of his death. “Life agents can 
play an important part in the defense 
program by diverting surplus spending 
power into life insurance and furnishing 
financial protection for families who may 
face lack and suffering in a post-war, 
tax-burdened America,” Miss Summy 
declared. 


Miss Rockwell on “Planned Estates” 


Speaking on “Planned Estates,” Helen 
B. Rockwell, National Life of Vermont, 
Cleveland, reviewed the advantages to 
the estate owner in having a well planned 
insurance program and general estate, 
which, she said, are well understood by 
the underwriter and attorney, although 
seldom by the client himself. 

She discussed the approach to estate 
planning as it applies both to simplified 
programming and to complete estate an- 
alysis. She makes use of two colored 
graphs labelled “Before” and “After,” 
which illustrate briefly and clearly the 
improved income settlement accom- 
plished by the rearrangement of an in- 
surance program. These charts, she said, 
seldom fail to arrest attention, to arouse 
interest and to secure the policies for 
inventory. 


Hands Questions to Prospect 

If this approach is not successful, she 
falls back on using a list of 18 questions 
which she hands the prospect, asking 
him to check the ones he can answer. 
Some of them are: 

1. Will the proceeds of your insurance 
be as free from creditors’ claims as the 
cash value is now? Is it judgment-proof? 

2. Will your last illness, funeral and 
estate expenses be quickly liquidated if 
your children are minors? 

3. Have you disinherited possible fu- 
ture children? 

4. Are the most favorable income fig- 
ures used to provide incomes for your 
beneficiaries? 

5. Are there any tax exemptions not 
advantageously used? 

She emphasized that the approach in 
simplified programming cases must be 
quick, arresting and convincing. 


Analysis of Larger Estates 


In cases of a complete estate analysis 
of estates of $25,000 or over, she uses 
exhibit charts including other properties 
as well as life insurance in illustrating 
the substantial financial estate savings 
made possible by the recommendations 
outlined in the analysis. The questions 
to be used in such cases should empha- 
size problems of the general estate 
rather than just details about life insur- 
ance. For this purpose she uses a book- 
let published recently by H. V. Haas of 
the Cleveland agency of National Life, 
entitled, “What Happens When Your 
‘Worldly Possessions’ Become Your 
‘Estate?’” She quoted some of the ma- 
terial from it which she has found espe- 
cially effective. The eight main ques- 
tions are: “What has happened since yuu 


It's President Wright, 
in U. S. or Canada 








H. 0. WRIGHT 


With H. T. Wright as president of 
the National Association of Life Under- 
writers and H. O. Wright, Monarch 
Life of Canada, Saskatoon, heading the 
Canadian association, the heads of the 
two transcontinental organizations ex- 
perienced considerable difficulty with 
their mail, telephone calls, etc. 

There was a duplication of names 
once before, in 1934, when C. Vivian 
Anderson headed the National associa- 
tion and A. D. Anderson the Canadian 
group, but not the similarity in initials 
that exists this year. 

The Canadian president flew from 
Saskatoon to Cincinnati, and in doing 
so had to take five planes, ranging in 
type from the “prairie jumper” on which 
he started his trip to the big Douglas 
liner which carried him on the last lap 
from Chicago to Cincinnati. He was ac- 
companied by Leslie Dunstall, executive 
secretary of the Canadian association. 








made your will? Are your debts larger 
than you think? How about the ‘hidden’ 
liabilities? Why don’t you ‘repeal’ some 
of your taxes? Does your livelihood de- 
pend upon your interest in a closely 
held business? Is your life insurance just 
a bundle of policies? What about your 
wife? How many danger signals in your 
affairs?” 


Securing Referred Leads 


She also emphasized the importance 
of securing “referred leads.” If the pro- 
gramming or estate analysis has resulted 
in distinct benefits to the client and his 
estate, he will be glad to refer the agent 
to his friends and associates if he is 
asked, Miss Rockwell said. Contacts 
with attorneys, trust officers, accountants 
and investment counsellors also may de- 
velop a source of referred leads of even 
more value than the possible leads se- 
cured directly from clients. 

Programming and estate analysis nat- 
urally require much more time than 
package selling, Miss Rockwell said in 
conclusion, but it results in a closer re- 
lationship between the underwriter and 
the client, far more efficient service and 
increased production. 


Defense Bonds Situation 


Although life agents should urge in- 
dividuals to buy defense bonds, “we 
should explain to them exactly what 
these bonds will and will not do towards 
their personal security,” Elsie M. Mat- 
thews, Connecticut Mutual Life, New- 
ark, said in discussing family security. 
“We must impress upon them that those 
bonds are temporary 10-year invest- 
ments, that they should not jeopardize 
their.own permanent life-long financial 
plan by putting all of their savings in 

(CONTINUED ON PAGE 48) 


Women Taking More 
Interest in Local 
Association Work 


Clara McBreen Reports 
New Women’s Divisions 
in Detroit, Newark 


Greater interest in women’s underwriters 
activities was reported by Miss Clara L. 
McBreen, Equitable Society, Cincinnati, na- 
tional chairman, in opening the women’s 
session. Women’s divisions have been or- 
ganized in two more cities, Detroit and 
Newark, bringing the number of local un- 
derwriters associations having such divi- 
sions up to 24. Women are taking an 
increasingly active part in association affairs 
and their good work in life insurance is 
winning increasing recognition, Miss Mc- 
Breen stated. Nearly 800 women are active 
in association work. 

President Harry T. Wright extended 
a welcome at the opening session. Miss 
Minna D. Carstens, Mutual Life of N. Y, 
Cincinnati, presided at the luncheon, intro- 
ducing the members of the committee 
which made the arrangements for the 
women’s activities. 

Mrs. Elsie Doyle, Union Central, Cin- 
cinnati, led the singing opening the pro- 
gram. 


Miss Putnam Presents Theme 

In presenting the theme of the wo- 
man’s day program, Ellen M. Putnam, 
National Life of Vermont, Rochester, 
N. Y., the program chairman, pointed 
out that in these changing times the 
problems life insurance solves still con- 
tinue. People are still getting married, 
babies are being born, fathers are dying 
and men and women are growing old. 
So as to not become confused it is es- 
sential to better organize knowledge, 
time and effort and to develop greater 
skill. 


Need Plain Truths 

Plain truths coupled with imagination 
and positive thinking are needed most 
today, Elsie M. Matthews, Connecticut 
Mutual Life, Newark, declared in dis- 
cussing “Finding Your Market.” Life 
agents are not keeping apace of the 
times and are therefore, not doing the 
business that should be doing, she de- 
clared. Financial reports in the daily 
newspapers indicate increased earnings 
in all but the public utility field. Resi- 
dence building is at an all-time high in 
the majority of states with mortgages 
showing a 33 percent increase, creating 
a wide market for mortgage insurance. 
In view of the increased income tax sit- 
uation Miss Matthews stressed the need 
for selling more life insurance to meet 
these payments if the prospect should 
die before they are due. 

Numerous new markets have been 
opened. There has been an increase i 
marriages and babies born. It is neces- 
sary for the agent to view these new 
markets and plan their work accord 
ingly, Miss Matthews said. ; 

Points on how agents can use direct 
mail to make more money were brought 
out by Nelson A. White, advertising 
manager Provident Mutual Life. He an- 
alyzed reasons why direct mail fails to 
produce results and presented a 10-point 
check list for writing effective sales 
letters. 


Use Of Telephone Discussed 

In discussing the use of the telephone 
in developing prospects, F. L. Zeller, 
general sales manager Cincinnati & Sub- 
urban Bell Telephone Company, warne 
against the ill effects of the indiscrim- 
inate use of the telephone without first 
analyzing its possibilities. There 1S 4 
difference between the customer initiate 
call and the salesman initiated he 
When the customer makes the ca! ‘ 
picks the time and selects the topic ° 

(CONTINUED ON PAGE 35) 
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Sretlings MALU. from Cleveland 


.- » CITY OF CULTURE AND INDUSTRY 





ESTABLISHED 1847 


BANKS & TRANSUE, General Agents and Associates 
THE PENN MUTUAL LIFE INSURANCE COMPANY 


AT THE CROSSROADS OF COMMERCE SINCE 1875 








SETH A. BARDWELL AND 
ASSOCIATES 
AGENTS 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
1010 UNION COMMERCE BUILDING 


TRUMAN H. CUMMINGS 


GENERAL AGENT 


NATIONAL LIFE INSURANCE 
CO., MONTPELIER, VERMONT 


1400 N. B. C. BUILDING 
AGENCY ESTABLISHED IN 1869 


GENERAL AGENT 


MILWAUKEE, WIS. 
925 N. B. C. BUILDING 








W. ALLEN BEAM 
GENERAL AGENT 
State MutuaL Lire AssurANCE ComM- 
PANY OF WORCESTER, Mass. 
1440 LEADER BLDG. PHONE MAIn 9420 
ONE OF CLEVELAND’S OLDEST AGENCIES 


LLOYD H. FEDER 


MANAGER OHIO DEPT. 


RELIANCE LIFE INSURANCE CO. 


OF PITTSBURGH 


8rH FLoor SwWETLAND BLpc. 


Puone CHerry 5830 


E. CLARE WEBER 


MANAGER 


INSURANCE Co. 
1002 KEITH BLDG. 








WALTER H. BROWN 


MANAGER CLEVELAND ORDINARY AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
1128-36 HANNA BUILDING 
Home Office, NEWARK, N. J. 


WILLIAM J. SCHMIDT 


GENERAL AGENT 
THE OHIO NATIONAL LIFE 
INSURANCE CO. 


821 HANNA BLDG. 


PHONE CHerry 6816 


GENERAL AGENT 


INSURANCE CoO. 
445 HANNA BUILDING 











G. B. CHapMaN Dona.p E. HANSON, C.L.U. 


G. B. CHAPMAN & CO. 


GENERAL AGENTS 
AETNA LIFE INSURANCE CO. 
6TH Fioor Leaper Bupc. PHone MAIN 5600 











E. W. SNYDER 


GENERAL AGENT CLEVELAND AGENCY 


MASSACHUSETTS MUTUAL LIFE 


INSURANCE CoO. 


9TH FLOOR HIPPODROME BUILDING 


GENERAL AGENT 


INSURANCE CoO. 
KEITH BUILDING 




















RUSSELL P. THIERBACH, C.L.U. 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE CO. OF 


THE FIDELITY MUTUAL LIFE 


PHONE CHerry 5242 


FREDERICK N. WINKLER, C.L.U. 


‘THE MUTUAL BENEFIT LIFE 


HENRY G. WISCHMEYER 


JOHN HANCOCK MUTUAL LIFE 


PHONE MaAiin 3360 
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Qualification 
Laws Urged as 
Move to Goal 


Support for agency qualification laws in 
the various states is urged in the report 
of the agency practices committee, of which 
C. J. Zimmerman, Connecticut Mutual Life, 
Chicago, is chairman. The report charac- 
terizes as an “encouraging trend” the adop- 
tion by more and more states of qualifica- 
tion laws, as a means of attaining the 
committee’s objectives, and urges state and 
local associations to study such laws with 
the purpose of bringing them to the atten- 
tion of their own insurance departments 
and legislatures whenever this seems desir- 
able. Particular reference is made to the 
requirement in several states that a part- 
timer obtain an affidavit from his employer 
that he is in a position to render insur- 
ance service, that he is not applying for 
license for the purpose of writing relatives 
or business associates and that he can take 
time away from his main duties whenever 
necessary to service properly his life in- 
surance clientele. 


Want New “Urban-Center” Definition 


In connection with the effort to eliminate 
the part-timer in urban centérs, the com- 
mittee expresses the hope that the definition 
of an urban center may be extended to 
include cities having 20,000 or more popu- 
lation and the territory within a 20-mile 
radius of such cities. Now the minimum is 
50,000, with territory within 10 miles. 

The committee points out the importance 
of its objectives to the public, the men 
in the field and the home offices. The more 
adequately and economically the public is 
served, the less apt there is to be a chal- 
lenge to the field force and the present 
system of distribution of life insurance. 
Elimination of the unfit everywhere and of 
part-timers in urban centers will make it 
possible for the qualified man to increase 
his earnings and for the general agent and 
manager to induct into the business a 
higher type of recruit. Finally the home 
office men must realize that it means a 
more intelligent and more economical dis- 
tribution of life insurance and that the unfit 
agent represents an economic loss to all 
three groups mentioned. 

Two new companies, Lamar Life and 
Life & Casualty, have become signatories 
of the agency practices code. The com- 
mittee expresses the hope that additional 
companies will sign up, but opposes any 
weakening of the basic principles involved 
in order to secure more signers. 

It points out that many agencies of non- 
signatory companies are nevertheless signa- 
tory to far more drastic codes which have 
been adopted by local general agents and 
managers associations and that the fact 
that a company is not signatory to the 
code does not imply that management in 
the field cannot pursue its own policies, 
provided these are constructive. This situa- 
tion is characterized as a challenge to man- 
agers associations to study the problem, 
adopt a code suitable to their own territory 
and then carry it out vigorously, in both 
letter and spirit. 

It is a common complaint among home 
office men as well as among general agents 
and managers that when they cancel the 
contract of an unfit agent, the latter finds 
no difficulty in negotiating a new contract 
with a competing general agent or man- 
ager. The committee feels that while such 
a practice is deplorable, it is not sufficient 
reason to refuse to clean one’s own house. 

Commenting on Mr. Zimmerman’s refer- 
ence to the fact that some general agents 
are unwilling to let an agent go because 
some general agent would take him on, 
President Wright said he never had taken 
any stock in that alibi and that if he were 
a general agent he would consider that 
the best way to sink a competitor would 
be to give that man all of his unfit agents. 





Joseph Charleville, managing director 
Life Underwriters Association of Los 
Angeles, visited the Chicago, New York 
and Philadelphia associations last week 
prior to coming to Cincinnati. 





Defense Bond 
Sales Procedure 
Told to Council 


The first definite announcement of the 
program to be followed in the sale of de- 
fense savings bonds and stamps was given 
by Ralph G. Engelsman, Penn Mutual 
Life, New York, at the meeting of the 
national council Monday. The Treasury 
Department desires to stress the salary 
allotment idea and all the plans have been 
arranged on that basis. 

There probably will be a kick-off day, 
with breakfast to be attended by federal 
and city officials. The campaign will be 
conducted in cooperation with the internal 
revenue collector, who will be the state 
administrator of the campaign. He will 
give out names of employers with suffi- 
cient employes to be worth canvassing. 
Probably from three to five names, pos- 
sibly more in some places, will be assigned 
to each man. He will first sell the idea 
to the employer, and then, when permis- 
sion has been obtained, canvass the em- 
ployes. The Treasury Department expects 
the life men to sell a total of a billion 
dollars of defense bonds and stamps. 


Idea Back of Drive 

In explaining the idea back of the drive, 
Mr. Engelsman said that with increased 
income, people are “buying their heads 
off,” creating a shortage in certain classes 
of goods, with consequent rise in prices 
and a possible start for inflation. The 
bond campaign was decided upon to meet 
this situation, to pay part of the defense 
cost and to provide a cushion for the 
future. 

He said that life insurance salesmen are 
trained in discussing financial problems 
and are especially well qualified to do this 
job. He predicted that they will do a 
grand job for life insurance, which de- 
pends on the stability of the government, 
and at the same time contribute in a most 
effective way to the defense effort. 

Isadore Samuels, New England Mutual, 
Denver, read a statement prepared by Gale 
F. Johnston, Metropolitan Life, St. Louis, 
National association trustee and field direc- 
tor of the defense savings staff, who had 
expected to address the council himself 
but had to return to Washington imme- 
diately after the meeting of the trustees 
Sunday. 


What Colorado Has Done 

Mr. Samuels also told what has already 
been done in Colorado. When he was 
appointed state director there, his first 
thought was to call on his associates in 
the life insurance field. They received 
from the collector of internal revenue the 
names of 167 employers in Denver and 
50 out over the state. Twenty qualified 
life underwriters in Denver undertook the 
task in that city. They learned the details 
of the plan, went over the material, sam- 
ples of letters and announcements prepared 
by the government, rules as to minimum 
deduction and other matters of procedure, 
took eight names each, went out and got 
their men without exception. 

This unselfish effort already has in- 
creased greatly the prestige of life insur- 
ance, Mr. Samuels said. The same thing 
can be done in every state and to the 
great credit of life insurance. 

Mr. Engelsman invited all of those in- 
terested to attend a meeting of secretaries 
Wednesday noon, at which he was to 
explain the matter in greater detail. 


Ohio National Entertainment 


About 35 agents of Ohio National Life 
are attending the convention. They are 
guests of the company at a dinner 
Wednesday evening which is attended 
by home office executives as well, the 
entire group numbering about 60. Presi- 
dent T. W. Appleby is presiding. 


Julian Myrick Is Host 


Julian S. Myrick, Mutual Life, New 
York, as chairman of the legislative 
committee, gave a luncheon to the com- 
mittee members Monday. 
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engratulations 


To the Underwriters 
and Executives who 
have made the National 
Association of Life 
Underwriters One of 
the Best Trade Asso- 
Ciations in the United 


States. 


While in Cincinnati 
make our Agency 
Offices your Headquar- 
ters. We are just across 
Fourth Street from the 
Gibson Hotel — Suite 
537 Dixie Terminal 


Building. 


/ 


THE OHIO STATE 
LIFE INSURANCE 


COMPANY 


COLUMBUS, OHIO 


JAMES C. McFARLAND, C. L. U. 


Cincinnati General Agent 


CLARIS ADAMS 
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FRANK L. BARNES 
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WELCOME NALU to the BUCKEYE 


The Ohio Managers and General Agents shown here use this as a 
medium of extending a hearty welcome to those in attendance at 
the 52nd Annual Convention of the National Association of Life 


Underwriters k* k *k * * 


W. H. BROWN 


GENERAL AGENT 
THE MUTUAL BENEFIT LIFE INSURANCE CO. 
of Newark, N. J. 


1125 BEGGS BLDG. COLUMBUS, OHIO 


DAN W. HARRIS 


GENERAL AGENT 


THE LINCOLN NATIONAL LIFE INSURANCE CO. 
851-52 EDISON BLDG. TOLEDO, OHIO 





RALPH W. HOYER 


Chartered Life Underwriter 


JOHN HANCOCK MUTUAL LIFE INSURANCE CO. 
42 EAST GAY STREET COLUMBUS, OHIO 


MILTON SHERMAN 


AND ASSOCIATES 


THE CONNECTICUT MUTUAL LIFE INSURANCE CO. 
308 BELL BLDG. TOLEDO, OHIO 





LEONARD L. LENZ 
AND ASSOCIATES 
General Agents 
THE CONNECTICUT MUTUAL LIFE INSURANCE CO. 


11 W. MONUMENT BLDG. 40 S. THIRD ST. 
DAYTON, OHIO COLUMBUS, OHIO 


THE "PENN MUTUAL" IN TOLEDO 
CHARLES E. SPENCER 
GENERAL AGENT 


327 RICHARDSON BLDG. TOLEDO, OHIO 





FRITZ A. LICHTENBERG 


AND ASSOCIATES 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
806 BUCKLEY BLDG. COLUMBUS, OHIO 


CLAUDE M. SULLIVAN 


MANAGER 


THE UNION CENTRAL LIFE INSURANCE CO. 
826-31 EDISON BLDG. TOLEDO, OHIO 





PAUL M. SMITH 


GENERAL AGENT 


NEW ENGLAND MUTUAL LIFE INSURANCE co. 
708-9 BUCKEYE BLDG. COLUMBUS, OHIO 


FRANK O. D. WHITE 


GENERAL AGENT 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
634 SPITZER BLDG. TOLEDO, OHIO 





CLYDE E. BLOSSER JOHN A, HILL 


BLOSSER & HILL 


GENERAL AGENTS 


AETNA LIFE INSURANCE CO. 
510 HOME BANK BLDG. TOLEDO, OHIO 


* COLUMBUS *« 





FRANK N. WIETING, JR., C.L.U. 
MANAGER TOLEDO ORDINARY AGENCY 
THE PRUDENTIAL INSURANCE CO. OF AMERICA 
HOME OFFICE, NEWARK, N. J. 


1811-1814 THE OHIO BLDG. TOLEDO, OHIO 


TOLEDO 


* 
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Radio Demonstration 
Climaxes National 
Council Meeting 


Panel Sessions, Led by 
Committee Chairmen, 
Review Problems 


The meeting of the National council 
on Monday, devoted primarily as al- 
ways to local association problems and 
way of improving association activities, 
had a dramatic climax in a demonstra- 
tion of the way the Cincinnati associa- 
tion had capitalized on the publicity 
possibilities of the National association 
meeting, when it was cut in on a broad- 
cast from radio station WSAI (WLW) 
in that city, followed by a presentation 
of recordings of 13 spot broadcasts 
given over that station in the past two 
weeks. These broadcasts were given by 
actual members of the Cincinnati asso- 
ciation, rather than professional talent, 
selected after auditions at the studio. 
They were presented at 6:45 p. m., just 
between Cincinnati’s favorite news and 
sports commentators. 


Ideal to Carry Home 

Ray Hodges, convention general chair- 
man, who had charge of this feature, 
said it offered an idea which members 
could carry home and possibly put into 
effect in their own towns. He also sug- 
gested that the Institute of Life Insur- 
ance might add that to its activities. 
Holgar Johnson, president of the Insti- 
tute, said in that connection that if 25 
or more associations would purchase 
radio time for such announcements, the 
Institute would prepare the announce- 
ments. 

The attendance at the council meeting 
was rather smaller than usual, particu- 


larly in the afternoon, as the Cincinnati 


Reds were battling the pace-setting 
Brooklyn Dodgers in one of the most 
exciting games of the season, but it was 
regarded as an especially valuable and 
profitable session, with discussions of 
many of the major problems of the day. 


Maps Mark State Delegations 

The placards indicating the locations 
of the various state delegations were put 
up in a new form, with outline maps of 
the states, in addition to the names. The 
states are arranged alphabetically, start- 
ing at the front one year and at the rear 
the next. This was the year for Alabama 
and Arkansas to be on the front row 
with Wyoming in the far corner. The 
attendance was not up to standard at 
the opening of the session but members 
kept drifting in all through the morning. 

L. Mortimer Buckley, New England 
Mutual, Chicago, chairman of the com- 
mittee on national council meetings for- 
mally opened the meeting. President 
Wright and Vice-president John A. 
Witherspoon spoke very briefly, followed 
by reports of officers and committees. 

In the absence on account of illness 
of General Counsel Roger B. Hull, 
President Wright named Denis B. Ma- 
duro of New York to serve if any legal 
problems should arise and Earl Colborn 
of Rochester as parliamentarian. 

The work of the major committees 
was presented in the form of panel dis- 
cussions led by the committee chairmen, 
which constituted the major part of the 
day’s program. 

At the afternoon session R. G. Engels- 
man, Penn Mutual, New York, and Isa- 
dore Samuels, New England Mutual, 
Denver, explained the defense savings 
bond sales setup and Holgar J. Johnson, 
president Institute of Life Insurance, 
spoke on public relations. 


Northwestern National Group 


Northwestern National Life’s delegation 
of 46 agents and wives assembled at a 
. “kickoff breakfast,” Wednesday morning. 


Metropolitan Life Men 
to Attend Reception 


Metropolitan Life is holding a reception 
for its field men Wednesday at 5 p. m. in 
Suite 2530 of the Netherland Plaza Hotel. 
The home office will be represented by 
C. J. North, second vice-president, and 
Walter S. J. Shepherd, superintendent of 
agencies central territory. Three Metro- 
politan Life managers who are taking a 
prominent part in the convention proceed- 
ings will be present. They are John D. 
Moynahan, Chicago, new president Amer- 
ican Society of Chartered Life Underwrit- 
ers; E. R. Blackwood, Indianapolis, who 
spoke at the Wednesday afternoon session, 
and W. W. Hartshorn, Hartford, who is 
one of the leading candidates for National 
association trustee. 


National Underwriter 
Display Proves Popular 


All of THe NatIonAL UNDERWRITER 
publications and services are on display 
at its booth on the mezzanine floor of 
the Gibson, close to the registration 
desk. The display is in charge of G. C. 
Roeding and W. J. Isaac of the Cin- 
cinnati office. Featured are The Na- 
tional Underwriter Life Edition, the 
Diamond Life Bulletins, Little Gem Life 
Chart, Unique Manual-Digest, The In- 
dustrial Salesman, Estate-O-Graph, all 
life insurance books, including the official 
Cc. L. U. books, Social Security Calcu- 
lator, Settlement Option Slide Rule, 
Essentials of Life Underwriting training 
course and “Pension Plans,” a new 
Diamond Life Bulletin service. 

The Essentials of Life Underwriting 
was recently developed by the Diamond 
Life Bulletins for use both as a training 
course for new men and as a “refresher” 
course for men who have had sales 
experience. It is proving that it is an 
effective solution to the problem of 
agency training. “Pension Plans,” by 
Meyer Goldstein, who is one of the 
foremost authorities on pension trusts, 
is one of the new features of the Dia- 
mond Life Bulletins which enables the 
agent to solve the complicated questions 
arising in the field of pension trusts. 


Continued Progress in 
Practice Is Challenge 


(CONTINUED FROM PAGE 8) 


a decision. It is a challenge to them to 
say to their senior officials, ‘The agency 
practices code is sound. It is workable. 
It is forward-looking. Our organization 
should take its place on the roll of signa- 
tory companies!’ 

“When all of us accept this challenge, 
we know what the result will be—a 
healthier, a happier, an up-surging mor- 
ale. Agency practices and agency morale, 
these are the substance of things hoped 
for, the sure promise of tomorrow’s 
achievement.” 


Indianapolis Life Activities 

Indianapolis Life is well represented at 
Cincinnati meeting. A dinner meeting 
was held Tuesday evening, at which time, 
Julian W. Schwab, life member of the 
Million Dollar Round Table, related the 
high spots of the Million Dollar Round 
Table meeting. 

Officers of the home office attending 
are: Edward B. Raub, president; A. Le- 
Roy Portteus, vice-president; A. H. Kah- 
ler, second vice-president; Irving Palmer, 
assistant agency manager; Francis Bros- 
nan, assistant agency manager, and Finck 
Dorman, home office field supervisor. 

In addition, 30 agents are in attendance. 








President O. J. Arnold was host, with 
the 20 agents who qualified for convention 
attendance as special guests. The con- 
vention program was reviewed to assure 
complete and prompt attendance at all 
sessions by the entire delegation. The 
group attended the baseball game Wednes- 
day afternoon. 





COLUMBUS MUTUAL 
GIVES DEFENSE BONDS 


Puts Shoulder of Life Insurance 
to the Wheel of National Defense! 


Adequate defense cannot be achieved without 
advance preparation. A man buys life insurance 
years before his life is in danger and a nation 
should prepare before it is attacked. To help mem- 
bers of our sales force become more defense- 
conscious, we have selected National Defense as 
the theme of our fall campaign—symbolized by 
this Victory Badge. 











PROMOTES LIFE 
INSURANCE AS 
NATION'S GREAT- 
EST DEFENSE TO 
HOME AND FAMILY! 


“Do Your Part In Home 
Defense”— today’s words 
of ACTION to Columbus 
Mutual Agents. It’s “firing” their ef- 
forts to new “heat” as the slogan of 
the Company’‘s recently announced 
VICTORY DRIVE ... a unique sales 
campaign sponsored to familiarize 
all agents with the important role 
LIFE INSURANCE plays in our 
Nation’s defense efforts. In a novel, 
entertaining, sales-winning way it 
acquaints agents with the good citi- 
zenship signified by the ownerghip 
—and the sale —of Life Insurance. 
It helps them to more fully appreci- 
ate that Life Insurance is the best 
defense for home and family ever de- 
vised ... as well as indirectly lend- 
ing financial aid to our country’s 
emergency needs. 


ANNOUNCING 
NEW 
PACKAGED SALES 
AMMUNITION 
SECURITOR PLANS 


ALWAYS IN FRONT! A 
Columbus Mutual sales 
policy which is again 
demonstrated by the new ammuni- 
tion announced as part of this VIC- 
TORY DRIVE. And as usual, it's 
certain to be a winner! It's a new 
series of “Insurance Packages’ 
known as the SECURITOR PLANS 
. . . easy-to-present, easy-to-sell 
forms that supplement the much- 
talked-about “packaged insurance” 
sales strategy, originated by Colum- 
bus Mutual many months ago. A 
method of selling that has helped 
agents everywhere make more 
money! And here again—with these 
plans—it makes a DRIVE TO PROFIT 
VICTORY a “cinch”! 


The SECURITOR PLANS are offered 
in three different-sized packages—a 
size to fit any pocketbook. They offer 
what every family man wants—a 
specified monthly income for his 
family in case he dies, or similar 
benefits for himself in case he lives 
to 65. With the SECURITOR PLAN 
you provide both forms of protection 
for a surprisingly small annual de- 
posit. 


And to further cooperate with Na- 
tional Defense, the top two producers 
in every production class will be 
awarded Defense Bonds ... EXTRA 
PROFITS for accomplishment that say 
“we are doing our bit.” Participants 
are also awarded VICTORY buttons 
which are later redeemable in cash 
by those who finish in the lead. And If you want insurance that’s easy to 
to encourage more sell... or a sales 
competitive spirit, | ‘a | tool er 4 ‘_ 

i i —- i | @ periec 
— a ratings Plans a aeoner”™ ... a study 
x given or speci- 1 of the SECURITOR 
fied increases in vol- | PLANS will certain- 
ume. In fact, the 


| ly prove interesting 
whole 60-day cam- : 


For V siiind Production . and a real tip 
paign is typical of | _- ae ha Bs ~~ 1 on how to _ boost 
Columbus Mutual's For Vatuable Prizes! : 


- | commissions. Write 
up - to - the - minute e sf . fh? : & 
aggressive sales | |: and Oictou 


TODAY for the SE- 
CURITOR 9 
i e 
policy ... a policy PACKET. It w 
that helps agents 
make more money. 
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Arranged Program for 
Managers’ Division 





OSBORNE BETHEA, New York 
Penn Mutual Life 








New York City 


Association Wins 
Edwards Trophy 


The New York City association, now 
the largest in the country, this year 
won the Charles Jerome Edwards 
Trophy, awarded each year to the asso- 
ciation showing the largest increase in 
membership, on the basis of one-half 
for percentage increase and half for 
numerical gain. The 10 leading associa- 
tions on this basis are: New York, 
Boston, Rhode Island, Centralia, Co- 
lumbus, Ga., Los Angeles, Berkshire 
county, Kansas City, Baton Rouge and 
St. Petersburg. 

The Philadelphia Award, a plaque for 
state associations offered by the Phila- 
delphia association and awarded for 
the first time this year, on the same 
basis goes to the Massachusetts asso- 
ciation. The New York state associa- 
tion was a very close contender, with 
California third. 

As already announced, a new mem- 
bership record for the National associa- 
tion was established as of June 30, with 
a total of 33,053, an increase for the 
year of 595. An important factor in 
the membership increase was the hold- 
ing of member-guest meetings in Bos- 
ton, New York, Los Angeles and north- 
ern California, with a total gain for the 
cities that participated of close to 1,400. 

The total number of local associations 
June 30 also set a new all-time high, 
with 368 as compared with 364 last year 
and 236 ten years ago. The newest 
association is one organized in June in 
the Philippine Islands. Of these, 62 
equalled or exceeded the quotas they 
had assumed and 157 reached or ex- 
ceeded their previous June 30 figures. 
There were also 18 associations that 
exceeded their 1940 figures. 





Elect Grandpa Tom Reed for 
Trustee Is New Slogan 


“Elect Grandpa Reed trustee” became 
the new campaign slogan for backers of 
jhomas B. Reed, Great Southern Life, 

klahoma City, on Monday after Mr. 
Reed had received a wire from Kansas 
City that Thomas Reed Rogers had ar- 
0g at 6 a. m., and that the mother, 
; ts. Robert R. Rogers, Mr. Reed’s 
Raghter, was doing well. This is Mr. 

eed’s first grandchild. 
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Ww World events observed through eyes blurred by propaganda cause 


humans to be led where, in normal times, seem disastrous. But— 
Today's work program is jarring yesterday's social trend. 


So What? 


Buckle down, America! Work makes prosperity. Buckle down to 
your job. Put on eye-blinkers to keep you seeing and thinking clearly 
about your main objective in life. 


America has its hands on the production wheel and will push it 
through to security. 


Midland Mutual Men are backed up -- 


with proven selling plans 

with a complete sales kit 

with policies for every purpose 
with low monthly premiums 
with a cooperative Home Office 


with a profitable agency contract 

with financial backing 

with a tested agent’s training plan 
with a liberal financing plan for agents 


with an adequate Home Office super- 
visory system 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 


COLUMBUS, OHIO 
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ONE LA SALLE STREET BUILDING 


An Address of National Prestige— 
Rates and Floor Plans on Request— 


L. J. SHERIDAN & CO., Agents One La Salle Street, Chicago 





Outstanding Litt 


One La Salla& 


THE LIFE INSURANCE 








FRED. S. JAMES & Go. 


WRITING ALL LINES OF INSURANCE 








sxce INSURANGE 


LOCATED ON THE 2ND AND 3RD FLOORS 


FIRE CASUALTY 
MARINE Bonps 
LIFE 


ONE LA SALLE STREET BUILDING 


Telephone—Central 7411 
CHICAGO, ILL. 




















TELEPHONE STATE 3378 


ROCKWOOD Charles J. 
S. EDWARDS | | ZIMMERMAN 
One La Salle Street eth 











Suite 1914 





THE CONNECTICUT 
MUTUAL LIFE 
INSURANCE CO. 


General Agent 


AETNA LIFE 
INSURANCE 
COMPANY 


CHICAGO, ILL. 


Tel. Central 5700 


One La Salle Street, Chicago 













































: 
LIFE INSURANCE COMPANY 4 


OF BOSTON. MASSACHUSETTS 


WILLIAM M. HOUZE 


GENERAL AGENT 


One La Salle Street Building 


Telephone: Randolph 9336 
CHICAGO, ILL. 
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ENTER OF CHICAGO 


ONE LA SALLE STREET BUILDING 


is the recognized Life Insurance Center 
of Chicago. Twenty-seven life insurance 
offices occupy space in this modern, up- 
to-date, forty-seven story building, lo- 
cated at La Salle and Madison Streets. 


The General Agents and managers with 
offices at One La Salle Street whose names 
appear here have unequalled facilities for 
handling all life insurance business. Brok- 
ers will find prompt and unusual service 
on brokerage business at these offices. 
Men who desire to become Life Under- 
writers and connect with well established 
organizations that will give helpful aid 
will find an opportunity awaits them. 


Here are some of the most progressive 
and modern producing organizations of- 
fering the finest service on life insurance 
to be found anywhere in the country. 














THERE’S A REASON... 


why more and more brokers and surplus writers are 
giving business to the Hughes Agency. They say that 
they find here—prompt service—sound advice—business- 
getting ideas —and courtesy always —to both the agent 
and his client. 


E. W. HUGHES 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE C0. 


One North La Salle St. e Chicago e Randolph 0060 




















RAYMOND J. WIESE 


AGENCY 
OF 
INNORTHWESTERN NATIONAL LIFE INSURANCE 
CoMPANY OF MINNEAPOLIS 


ONE NORTH LA SALLE STREET e CHICAGO 


























FREEMAN J. WOOD 


GENERAL AGENT 


Lineoln National Life Insurance Co. 


18th FLOOR ONE NORTH 


Tel 
elephone Central 1393 LA SALLE ST. 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS. 

















STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 


SUITE 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone Randolph 0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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Skill Not Law of Averages, 
Is Key to Agent's Success 


“The law of averages will not take 
care of the life insurance salesman,” 
Easley R. Blackwood, Indianapolis man- 
ager Metropolitan Life, declared in an 
entertaining talk in which he traced the 
development of mathematical theory 
through the ages. 

“We hear it said that if we make 
enough sales presentations, the law of 
averages is bound to take care of us in 
the long run. This so-called law of 
averages, based on the theory of proba- 
bilities, is a very valuable and a much 
misunderstood principle. It is valuable 
when used in its proper sphere. But it 
will not take care of the life insurance 
salesman. I am afraid the life insurance 
salesman is going to have to take care 
of himself. He can not rely on any 
so-called law to do that job for him,” 
he declared. 


Talk Law of Averages 

“Just as physical scientists sometimes 
think that the theory of probabilities 
will answer their question for them, so 
do life insurance salesmen talk about 
the law of averages taking care of them. 
They say that if they go to the bowl 
often enough, they are bound to come 
up with a certain number of gold mar- 
bles.” 

The theory of probabilities is usually 
illustrated by games of chance, Mr. 
Blackwood explained. However, in some 
games both skill and chance are factors. 
Only in those games which are purely 
chance can probabilities be accurately 
estimated. Selling life insurance is 
largely a game of skill. The care with 
which a prospect has been selected and 
qualified, the planning and preparation 
which has been made for the interview, 
and the effectiveness of the sales talk, 





are not factors of chance. They are 
factors of skill. 

“Do not think that I undervalue the 
importance of keeping records of sales 
interviews and of sales made, and arriv- 
ing at a figure representing a salesman’s 
ratio of sales. Men in our organization 
do keep such figures, and are encour- 
aged to do so. But these figures should 
be kept, not to establish any law of 
averages, but to suggest where skills 
may be improved,” he explained. 

There is danger in counting too much 
on the law of averages in selling, Mr. 
Blackwood warned. “To do so suggests 
that all we need to do is just keep 
plugging along and let the law of aver- 
ages take care of us. Skill or ability 
sells life insurance, not any law of aver- 
ages. All of us are constantly trying to 
improve the effectiveness of our selling 
efforts. We might do well to think less 
about the law of averages, so that we 
can concentrate our efforts on our selling 
methods.” 


Must Get New Prospects 

A life insurance salesman must ever 
be seeking new leads and new prospects. 
The alert life insurance salesman can 
increase his earnings by finding addi- 
tional ways to add to his list of qualified 
prospects whom he can contact, about 
whom he can get information as to 
income and insurance needs, and whom 
he can see under favorable circum- 
stances. This is the way to sell more 
life insurance. 

Life insurance is sold to meet needs. 
A presentation of life insurance to meet 
these needs requires careful planning. 
The plan of insurance to be presented, 
the correct amount, the program of set- 
tlement to be suggested require careful 





thought. Well planned interviews bring 
increased sales. This is the way to sell 
more life insurance. 

A sales talk is intended to get action. 
A good sales talk will show a prospect 
his financial needs, and will show where 
life insurance meets these needs better 
than anything else, being designed for 
this specific purpose. It will tell moti- 
vating stories which will impel a pros- 
pect to act. Visual aids have proved 
their usefulness in holding a prospect’s 
attention and in telling an impelling 
story in pictures. Organized sales talks 
in which ideas follow each other in the 
proper order, used with visual aids to 
get the ideas across in a forceful man- 
ner, are more effective than rambling, 
poorly organized sales talks. “We can 
study these methods and adapt them to 
our personalities, and constantly im- 
prove our skill in using them. This is 
the way to sell more life insurance,” Mr. 
Blackwood declared. 


Learn from Others 


“Most of what we learn, we learn 
from others. It is not necessary for us 
to start from the beginning in develop- 
ing our sales technique. There is 
available to us the experience of other 
successful salesmen. Some of our com- 
panies have training courses which are 
intended to help those of us who seri- 
ously wish to improve our prospecting 
and selling skills. Our life underwriters 
associations hold classes where we can 
get together and exchange ideas and 
hear the experiences of other successful 
salesmen. There are books and maga- 
zines in which successful men have 
written, for those who wish to use them, 
of their methods. We can constantly 
improve our skill by learning from these 
sources. This is the way to sell more 
life insurance. 

“When selling life insurance we are 
dealing with human nature, with fears, 
and with hopes. Human nature does not 
respond to any law of averages. It will 








Rutherford Shows Effect 
of Physical Jolts 


James E. Rutherford of Seattle, no. 
tional trustee, is still getting about with 
the aid of a cane. He has had q 
wretched time for the past four months. 
He slipped and fell, suffering severaj 
injuries, and while he was still incapacj- 
tated on that account, he had to undergo 
a severe operation. Mr. Rutherford js 
very popular in the organization. 


Gale Johnston Sets 
Dizzy Pace by Air 


Gale Johnston, Metropolitan Life, St, 
Louis, national trustee, who is now field 
director of the federal defense savings 
staff, flew from Washington to Cincin- 
nati for the trustees’ meeting Sunday, 
Then he flew back to Washington Sun- 
day night and got back to Cincinnatj 
by plane Monday night. 








respond to the humanity that is in the 
salesman. We help people secure their 
own future and the future of their loved 
ones. We help people provide for 
widows, educate children, and maintain 
their homes. We show them how to 
provide for their own old age and how 
to banish the fear of financial insecurity. 
We can do a better job of this by being 
friendly, sympathetic, understanding, 
and unselfish ourselves. People will 
want to do business with us if we are 
genuinely fond of people. This is the 
way to sell more life insurance. 
“More than this, this is the way to 
live more fully. This is the way, not 
only to earn a better living for ourselves, 
but also to satisfy our deepest human 
urge to make this world a brighter, a 
happier, and a more secure place for 
people to live in.” 
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Shay Presents Essential 
Work Habits for Success 


Emphasizing the need for putting sim- 
ple ideas into action, Robert E. Shay, 
Minneapolis manager Bankers Life of 
Iowa, presented an 11 point sales pro- 
cedure at the first afternoon session. 
Success is no accident, he declared. It 
only indicates clearly that the producer 
has formed certain work habits that as- 
sisted him in reaching his goal. Unless 
an agent is conscious of forming proper 
work habits he is quite likely, uncon- 
sciously, to be forming habits that retard 
rather than improve his success possibili- 
ties. 

Planned procedure conserves’ the 
agent’s time and his degree of success 
depends upon how well his time is spent, 
Mr. Shay pointed out. In considering 
ideas about the various phases of selling, 
it is not so much a question of what to 
do but how to go about putting ideas 
into action. 


Must Be Simple 

It is essential that the sales procedure 
be simple, Mr. Shay explained in telling 
of his men’s success in developing a 
sequence of work habits which save time 
and put dollars in the pocket of the aver- 
age agent. His 11 step program follows: 

1. The first step in the sales process 
is to locate desirable prospects. It is 
agreed that even a good salesman will 
fail in our business if he calls upon poor 
prospects. If the foundation of the suc- 
cessful sale is based upon the right type 
of prospect, it is logical that we give 
careful thought to methods that will as- 
sure us the right type of people to 
contact. I am confident that a major 
problem of so many agents—that of 
prospecting—-can be overcome if a daily, 
planned method is employed with regu- 
larity. Prospecting should not be spas- 
modic but should be a daily, consistent 
effort. If prospecting is so important, 
just what are you doing in the way of a 
daily, planned procedure that is making 
your job easier? It is surprising how 
effectively one can prospect with little 
additional time required, if a definite 
planned procedure is employed. 


Use Replacement Method 

As a suggestion the first method of 
daily prospecting is the replacement 
method in your daily calls. Whenever 
your prospect is in an office with a group 
of other people, select someone among 
that group that you feel you would like 
to know. If, after talking to your pros- 
pect, you find that you cannot arrange 





Tells How to Make 
Mailings Make Money 








NELSON A WHITE 
A 4 
dvertising Mgr. Provident Mutual Life 





an appointment with him, make an effort 
to replace him with the party selected. 
If you thought you knew this party it 
would be a most natural thing to say: 
“By the way, what’s that man’s name? 
He looks familiar to me.” We have kept 
a record as to the number of prospects 
that are derived from this source and we 
are averaging three out of every 10 calls. 
Needless to say, business is resulting 
from this particular source of prospect- 
ing. It requires little time and little ef- 
fort. The idea isn’t new, is it? Every 
agent who has been in our business for 
any length of time knows of the replace- 
ment method. Just what are you doing 
about it? 


Ask for References 

Another lucrative source of securing 
prospects is the interview. Let’s briefly 
analyze a logical process of prospecting 
that can be employed in your daily in- 
terviews. Success, for the average agent, 
requires a minimum of two interviews 
a day. Obviously one of two things 
takes place. The prospect buys, or he 
doesn’t buy. Let’s assume, for example, 
that the prospect is sold. Just what 
prospecting sequence do you employ 
We follow this method: When the ap- 
plication is signed, ask for references. In 
asking for references explain to your 
prospect that you are interested in being 
of service to him not only today but in 
the future; that your office has found 
that on occasion policyholders leave the 
community and overlook notifying your 
office of their new address. For that 
reason, “we desire the names of three 
acquaintances, men of about your own 
age, so that should such a situation ever 
arise we will be in a position to contact 
you and render you the service you are 
entitled to.” I might mention that we 
have, on occasions, rendered better serv- 
ice to our policyholders by checking 
through their acquaintances in similar 
situations. There is no problem in secur- 
ing three prospects through references 
if this method is employed. 


Check Medical Examination 

Check the medical examination for 
brothers and sisters. If your prospect 
has a brother or a sister of insurable 
age, inquire about them when you deliver 
the policy. Some excellent leads are de- 
rived through this method. 

After the policy is in force, drive for 
prospects. Careful thought should be 
given as to just what to say in order 
that names can be secured upon delivery 
of the policy. If your prospect appears 
to be a type that would prefer not to 
cooperate with you, visit with him for a 
few minutes. You could inquire as to 
how much golf he plays—who he plays 
golf with, etc. Little time is required 
but profitable results can be obtained if 
you are constantly conscious of pros- 
pécting. 

Be Frank about Situation 

Let’s assume now that you did not 
make a sale. If your interview has been 
conducted in an intelligent manner your 
prospect profited in talking to you. On 
many occasions conditions are such that 
he should not buy. Place yourself in his 
position and if you feel that he should 
not own what you are presenting to him, 
tell him so. Welcome the opportunity 
of advising your prospect not to pur- 
chase if you feel that his financial posi- 
tion doesn’t warrant an additional outlay 
of money. Only recently I was called 
by one of the men in my office to discuss 
a method of settlement on a $5,000 ap- 
plication for insurance. In talking to the 
prospect I discovered that he now owned 
$7,500 of insurance, that he was making 
$110 per month and that he was the sole 
support of his mother and younger sister. 
It was my opinion that he was doing a 
grand job and owned as much life insur- 
ance as he could possibly carry. I 
frankly told him so. The agent was 
amazed. The prospect was relieved. I 

(CONTINUED ON PAGE 22) 
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(CONTINUED FROM PAGE 21) 
drove for prospects. From this source 
87 names were received. Two sales have 
already resulted, and more are on the 
way. The $5,000 lost sale paid real 
dividends. Everybody profited. On mam 
occasions no apparent reason can be 
seen for a prospect not acting. If, after 
you have exhausted all possibilities for a 
sale and it is quite obvious to you that 
he is no prospect, make sure that the 
time spent is valuable to you. He has 
profited by talking to you. You are en- 
titled to some remuneration for your 
time. Hence, you stand to lose nothing 
in driving for prospects. 


Use Plan Regularly 

A third suggestion regarding a defi- 
nite prospecting plan is the center of 
influence method. We all use this method 
of prospecting, but how definite are we 
in its use? The average agent will run 
short of prospects. He will then devote 
a great deal of time in contacting centers. 
He is out of production for a period, his 
morale is low, and he loses effectiveness 
in closing. In having a definite plan he 
eliminates one of his major problems. 
We require that two centers be contacted 
every week. Prepare in advance a list 
of leading questions that will assist your 
center in giving you names. Explain to 
your center just how his name will be 
used. For example, you could say: 
“This is what I will say to any man that 
you suggest to me: ‘I was talking to a 
mutual friend of ours, Mr. Center, the 
other day and during my conversation 
with him he mentioned your name. He 
didn’t tell me that you were a prospect 
for life insurance but he spoke of you 
in such a way that I wanted to make 
your acquaintance.’ That wouldn’t em- 
barrass you, would it, Mr. Center?” 

In daily prospecting it isn't so much 
a question of how much knowledge you 
have but of how well your knowledge 
is being employed. A planned procedure 
is the end of confusion. 


Qualify All Prospects 

2. The second step in the sales process 
is “obvious to all of us. Qualify your 
prospect. Is he accessible to you and, 
of equal importance, are you capable of 
presenting him with ideas that are of 
sufficient value so that he should take 
the time to talk to you? I know that 
sounds academic but let's conserve our 
time by eliminating as quickly as possible 
undesirable prospects. 

3. The third step in the sales process 
is to direct mail advertising to your 
prospect. Two things are accomplished 
in direct mail; the first is that it assists 
in breaking the barrier for the approach 
and secondly, it offers a plan of work 
habit that is most important. 

4. The next step is the approach itself. 
So much has been written about the ap- 
proach that there isn’t any need to en- 
large upon methods to employ. 

This step, if employed with regu- 
8%, will conserve time. Whenever 


your interview is to take place two or 
more days after you have contacted your 
prospect, write him a letter. This letter 
should be brief, it should indicate an idea 
of value, it should assure him that he is 
under no obligation in talking to you 
and it should verify the time you are to 





see him. This letter should be sent two 
days before the interview. If your pros- 
pect doesn’t keep his appointment—call 
him on the telephone and if he has no 
reasonable excuse for not having kept 
the appointment, forget about him. Since 
using the letter to verify future inter- 
views we have reduced materially the 
number of broken appointments. 

It is most discouraging to an agent to 
have carefully prepared the material for 
an interview and found that the prospect 
was not there to keep the appointment. 
Let’s conserve time. 


Prepare Interview Intelligently 


6. The sixth step in the sales process 
is to prepare the material for your inter- 
view. It is of the greatest importance to 
recognize the responsibility one has in 
conducting an intelligent interview. You 
can readily appreciate that the average 
prospect will not grant interviews too 
often to life insurance men. If your in- 
terview has been conducted in an intel- 
ligent manner the prospect’s time hasn't 
been wasted and he is bound to profit. 
If he doesn’t buy and if it is due to lack 
of preparedness on your part you mav 
be affecting the future of his family and 
you certainly are no credit to the life 
Insurance business. It is most important 
to be well prepared for the interview. 

7. The next step is the interview. Sug- 
gestions regarding the sequence to em- 
ploy in the interview usually stress but 
three steps. First, develop the need; 
second, offer a solution and third, close. 
I personally feel that the most important 
step in a successful interview is to break 
the barrier or place your prospect at 
ease in your opening remarks. 


Recognize Barriers 

Successful men in our. business have 
little difficulty with the barrier for their 
prestige has gone on before them and a 
barrier, in the majority of instances, does 
not exist. The average agent, however, 
isn’t fortunate enough to have sufficient 
prestige that will assist him in the inter- 
view. For that reason it is of the great- 
est importance that the barrier be recog- 
nized and set aside if one hopes to 
improve his ratio of sales to interviews. 
We have devoted a great deal of time to 
the first minute of the interview and 
have found this statement to be of par- 
ticular value: “Mr. Prospect, I appre- 
ciate very much your giving me this 
time but before I explain the ideas I 
have in mind I want to make myself 
entirely clear. I realize that I am now 
talking about your money, not mine. I 
have some ideas that I believe have real 
value. If you like them, fine. If you 
don’t like them we will just forget about 
them. That’s fair enough, isn’t it, Mr. 
Prospect?” It is also true that the bar- 
rier may reappear again and again during 
the course of the interview. In most 
cases when your prospect becomes argu- 
mentative it is due to a defense he is 
raising against buying. Your job is to 
again break the barrier. It can be done 
easily by reminding him and repeating 
the statement you made in your opening 
remarks. 

One of the most interesting observa- 
tions I have made is the difference in 
the reaction between prospective agents 
whom I interview and prospective cus- 
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tomers. A prospective agent will sit 
completely relaxed when you are dem- 
onstrating an interview to him and is 
very impressed over the unusualness of 
the plan presented. It is entirely differ- 
ent with a prospective customer. The 
fact that they buy indicates their feelings 
but there isn’t the same spontaneous re- 
action as applied if he knows he is not 
going to be sold. It is important that 
the barrier be recognized in the inter- 
view. The degree of success you obtain 
in closing interviews will depend upon 
how well the barrier is broken and the 
willingness of your prospect to have a 
friendly discussion. 


Handling Two Man Call 

Every person has experienced the un- 
favorable reaction taking place when two 
men call upon a prospect. The barrier 
is very apparent and the prospect is 
certain that one must be a high pressure 
artist. I stumbled across a rather simple 
way of breaking the barrier in work that 
I do with the out-of-town agents. I re- 
ceived a letter from one of our agents 
some months ago asking me to drive to 
his town to see a certain man who was 
prominent in his community. The agent, 
in his letter, spoke very highly of this 
particular prospect, and as a personal 
favor asked whether I would drive 200 
miles to discuss a problem that he felt 
I could handle better than he. His letter 
expressly stated that he was vitally in- 
terested in rendering this man the best 
possible service. We made the call. The 
prospect evidently didn’t expect me, for 
when I was introduced, instead of being 
normally courteous, he said: “So you’re 
the high pressure artist. Well, go ahead, 
and tell me what you have in mind.” It 
was obvious that I was off on the wrong 
foot. Fortunately, I had the letter with 
me. I told the prospect that I wanted to 
explain just why I was there. I asked 
if he would read the letter. The result 
was amazing. My friend, and he is now 
my friend, completely changed his atti- 
tude. The barrier was broken. A most 
successful interview took place. 


Always Requests Letters 


In working with out-of-town agents I 
now request them to write individual let- 
ters on any cases involving any size re- 
garding the individual we are to inter- 
view. When I make my call with the 
agent I explain to the prospect just why 
Iam there and say that I am sure the 
agent will not object to his reading a 
letter I received regarding the purpose 
ot my call. The letter breaks the bar- 
ner. It puts the prospect at ease and 
the results have been most satisfactory. 

8. Step number eight in the sales proc- 
ess is to make sure that after you have 
exhausted all possibilities for an imme- 
diate sale that you pave the way for 
your second interview. If your prospect 
is indefinite as to when he will see you 
again, don’t force the issue. Why waste 
time on undesirable prospects? You 
have given him sound ideas for im- 
mediate action and if his interest hasn’t 
been sufficiently aroused so that he will 
set a time for a second interview, drive 
for prospects. Make your interview 
profitable. Don’t waste time by attempt- 
ing to arrange a second interview if your 
Prospect isn’t agreeable. 


Watch Closing Points 


9. Prepare the material for your sec- 
ond interview, with special attention to 
closing points. 

10. The next step is to verify the sec- 
ond appointment. We have found the 
mailing of a booklet to be of value. If 
the interview is based upon retirement, 
send him a retirement income booklet. 
li the interview is based upon protection, 
ry him a family protection booklet. 
Un the outside cover, in your own hand- 
‘riting, write a brief statement verifying 
ie second interview. Send this booklet 
‘wo days before he is to be seen again. 
+he booklet accomplishes two things; it 
of€rs good reasons for his owning the 
= it verifies the second appoint- 
. ll. The last step in the sales process 
, the second interview. We have found 
‘nat 51 percent of our business comes 


from the first interview; that 36 percent 
of our business comes from the second 
interview. That represents 87 percent 
of the business written. It is my belief 
that too much time is wasted in making 
the third, fourth, fifth and sixth calls 
upon prospects to-gain the other 13 per- 
cent. For that reason, after all possibili- 
ties for a sale have been exhausted, have 
the prospect set the time that he desires 
to see you again. Don’t urge him to es- 
tablish a time in the immediate future. 

In conclusion, Mr. Shay said that 
older men in his agency have shown 
improvement working under this 11 point 
plan while new men have done a much 
better job than those contracted prior 
to its use. However, he warned that no 
matter how simple the procedure, the 
majority of agents will not follow such 
a plan except through careful super- 
vision. Consequently the manager must 
not only recognize the importance of 
supervising his men but he must do 
something about it. 


O. D. Douglas on Sick List 


The only national trustee that was not 
on hand was O Douglas, Lincoln 
National, San Antonio, who was pre- 
vented because of illness from making 
the trip. 
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Finances in Good Shape 


In his first report as national treas- 
urer, W. E. Barton, Union Central, 
New York, showed a surplus as of June 
30 of over $80,000 and assets of $130,- 
607. The association has purchased 
$10,000 of defense bonds, as authorized 
by the trustees at the mid-year meeting. 

Gross income for the year was up 
$8,584, while administrative and general 
expenses exceed those of the previous 
year by only $4,232. Receipts in excess 


of disbursements were only $2,750. 

The increase of $4,080 in “extension” 
expenditures was due largely to the 
series of member-guest meetings. While 
the increase in membership was suffi- 
cient to cover the cost, based on the 
four meetings held, Mr. Barton states 
that it must be regarded as a somewhat 
speculative venture. He believes, how- 
ever, that collateral benefits and by- 
products over a period of years will 
justify the investment. 




















Independence, this emblem appeared on the 
first policy issued by the Mutual Benefit. The 
Founders chose it as symbolic of the devotion 
to the welfare of others which is the spirit of 
Life Insurance. The Company they founded 


has itself become an exemplar of a genuinely 


HOME OFFICE 











An American Symbol - 1845 


Scarcely 70 years after the Declaration of 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 





American spirit of cooperative enterprise. The 
Mutual Benefit began as— and still is—a 
group of policyholders united for their com- 
mon good. It has grown to be a great Com- 
pany through 96 years of adherence to the 
original principle that what is best for the 
policyholders is best for the Company. 
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Fighting Heart Essential 
in Success, Bray Declares 


The need for a fighting heart was 
stressed by Francis G. Bray, Houston 
general agent New England Mutual 
Life, at the session on selling ideas. 
An agent cannot hope to succeed with- 
out a full kit of tools any more than 
men in other professions can succeed 
without their complete equipment. In 
life insurance ‘selling there are three 
essential tools of the trade: “your head, 
your hands and your heart,” and_ all 
must be used in one coordinated effort 
if the agent is to be successful, Mr. 
Bray declared. 

“We could take the smartest student 
in America and put into his head all of 
the available knowledge about life in- 
surance, give him the Research Bureau’s 
analysis of his territory, teach him ev- 
erything available on the subject of 
psychology and give him years to be- 
come the greatest living authority of 
how to sell life insurance before we 
actually send him out on the street— 
and he may be the most dismal of dis- 
mal failures because he has only learned 
how to use one of his tools—the head. 
His hands and his heart are missing 
from the kit.” 


May Quit Cold 

“Even if the agent has the best series 
of illustrations and visual presentations 
that money can buy and a fist full of 
selected leads obtained from direct mail 
advertising, he may quit cold and be 
back in the office in an hour if he lacks 
the fire of a healthy enthusiasm and 
ambition. It is not how men start or 
where they start but where they stop 
that is significant,” Mr. Bray declared. 
“The brilliant student with a head filled 
with accumulated knowledge of years 
of study and his hands armed with the 
finest equipment the ingenuity of man 
can devise will stop short if he has 
only two of the three essential tools 
for sales success and there is something 
wrong with his heart, that third and 
most important of all tools. Although 
his head and hands function perfectly 
there does not flow through them the 
inspiring, contagious enthusiasm and 
ambition of a fighting heart.” 


Defines “Fighting Heart” 

In defining what he means by a 
“fighting heart,” Mr. Bray said that “it 
is an invisible power that flows from 
the salesman’s heart to his head and 
his hands that animates them and brings 
them to life. It breathes the breath of 
life into the mechanics of knowledge 
and makes the hands the pulsing, ani- 
mated tool that they must be for us to 
succeed.” 

The poorly dressed man with little 
education and broken speech but with 
a fighting heart is a more successful 
agent than the man with a string of 
degrees behind his name a foot long 
but with a weak selling heart. The 
man with the fighting heart has a con- 
suming ambition, perseverance and the 
desire to succeed as a salesman. Pros- 
pects will forget his shortcomings when 
they feel the heart of him, but they will 
never overlook the spiritless effort of 
the other one though he speak with a 
“tongue of silver.” 

The fighting heart has four sections— 
courage, enthusiasm, perseverance and 
ambition. 


What Courage Gives 


“Courage gives us the ability to look 
a stranger in the eye and tell him about 
life insurance without faltering, without 
fear. When we meet resistance it makes 
us stand and fight for that application. 
On those discouraging days when noth- 
ing seems to go right, it gives us the 
will to see one more prospect without 
listening to the seductive voice of fail- 
ure. If there is any business man in 
the world who needs courage and who 
profits most by it, it is the life insur- 
ance agent. He is an exponent of self- 
confidence and personal achievement, 


neither of which can come into being 
without the inspiration of courage. The 
most fundamental of all virtues is cour- 
age. It gives us the strength to fight 
one more round when we'd rather call 
it quits.” 

Enthusiasm Touches Everyone 

In defining enthusiasm in the fight- 
ing heart, Mr. Bray said that it is “a 
burning interest in what we are doing, 
a glowing thing that so fires our very 
beings that it touches everyone with 
whom we come in contact.” 

The perseverance segment of the 
fighting heart “is the reservoir of the 
desire to stick and stick and stick until 
we have won. This is the power that 
lifts us from the class of ‘fly by nights’ 
and ‘morning glories’ that are born to 
bloom but briefly. Without this ‘you 
can’t take it’ and by the same token you 
can’t ‘dish it out’ for very long. 

“Perseverance is the forge of deter- 
mination and duty is its mold. Perse- 
verance gives us the power, the strength 

(CONTINUED ON PAGE 30) 


FRANCIS G. BRAY, Houston 
New England Mutual Life 


Tell How to Sell Smaller Cases 


L. P. SCHWINGER, Waterloo, Ia. 


Northwestern Mutual Life 





America’s 


Distinctive 
Hotel 


WILLIAM M. DEWEY 
President 


PHILIP J. WEBER 


Resident Manager 


HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD! 


More than 100 Insurance Organizations have chosen this unique Hotel as their meeting place. 


Ideally located with all modern facilities and unexcelled service for your every comfort and con- 


venience, it has played the role of the understanding host to the Insurance Fraternity year after year. 


Make the Edgewater Beach Hotel your Headquarters in Chicago and enjoy all the luxury and 


refinement that a private club can afford. 


5300 BLOCK 
SHERIDAN ROAD 





- CHICAGO 


ON LAKE MICHIGAN 








Is 


\\ 
































Ist Day NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 17, 1941 27 


Leading Life Offices of Chicago 
N. A. L. U. 
Maree FD 


vievuitmt ime | Oond Anniversary 


dynamic power which has 
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to perform our duty to ourselves and 
to others.” ’ 

The fourth section of the fighting 
heart is ambition, “the quality that 
governs our destiny. Unless our ‘reach 
exceeds our grasp’ we are hopeless. 
Without this great mansions will not 
be built and fortunes cannot grow. If 
in your heart you are content with the 
scraps left by more successful men, if 
a place to sleep, some food and an 
occasional movie satisfy your desires, 
then you are as far as you will ever get. 
If you aren’t getting the things you 
want, it is because you aren’t wanting 
them enough and there isn’t enough 
ambition in your selling heart. You'll 
get just what you want out of life if 
you want it badly enough. Select a 
material goal now, something that will 
require real cash, and begin working 
for it.” 

Just as the heart supplies the voltage 
to bring the head and hands to life, “by 
the same token it is the *heart that 
creates and nurtures the desire to reach 
the heights of craftsmanship in our 
chosen occupation. An unquenchable 
desire within your selling heart will 
take you far, but that same driving 
force coupled with a highly developed 
skill in your head and hands will take 
you ever so much farther. But it takes 
courage, real courage, to develop skill. 

“Selling is an art and the heart must 
be there or the skill of craftsmanship 
will never be attained. It’s merely a 
question of which you would rather be: 
a cousin to that gibbering idiot ‘igno- 
rance’ or a kinsman to the matchless 
twins, ‘courage’ and ‘skill.’ The natural 
born salesmen of the world are still 
playing ‘turkey-in-the-straw’ on door 
bells, but the craftsmen of the life in- 
surance world are composing the songs 
of great victories. 


Salesmen Aren’t Born 
“Doctors aren’t born doctors, lawyers 
aren’t born with supreme court de- 
cisions in their heads and engineers 
aren’t born with tables of logarithms 
in their minds. Salesmen aren’t born 
either. They are made, and it takes a 
fighting, selling heart to make one.” 
The successful agent must have a 
willingness and desire to serve, Mr. 
Bray declared. He explained how he 
had pondered on the desire to con- 
tribute something to the national de- 
fense program. After much disturbing 
thought he heard a tribute to the Royal 
Air Force over the radio. A_ great 
Englishman said: “Never have so many 
owed so much to so few.” Mr. Bray 
thought and suddenly: “I knew that 
mine was a more important job than 
ever because the peace of mind of 
130,000,000 people depended to a large 
degree upon $115,000,000,000 of life in- 
surance brought into existence by a 
few thousand of us. I remembered that 
morale begins at home and that we 
were the basic army of American finan- 
cial freedom; that we were the archi- 
tects of America’s mansion of economic 
liberty; that the importance of the con- 
tribution of even the most insignificant 
one of us will be multiplied many times 
over in the America of the future. Mine 
is an essential industry today, yesterday 
and through all the tomorrows, for it is 
the very heart of freedom.” 


Trustees at Day 
Long Parley 
Weigh Issues 


The trustees disposed of their work 
at an all-day session Sunday and then 
adjourned to enjoy dinner at the brew- 
ery as guests of the Cincinnati hosts. 
President Harry T. Wright presided and 
Wilfrid E. Jones was on the listening 
post for the headquarters staff, taking 
the place of General Counsel Roger B. 
Hull, who was unable to attend due to 
illness. The only trustee not present was 
O. D. Douglas, Lincoln National, San 
Antonio, who is ill. 

The trustees engaged in particularly 
lengthy discussion of the subject of 
agents’ compensation and the program 
to have agents brought under the old 
age benefit section of the social security 
act. In the latter connection, one question 
to be disposed of is whether the social 
security board would construe a 2 per- 
cent permanent renewal commission as 
current income in the year in which it 
is received. If it were so treated and 
amounted to as much as $15 a month, 
the agent over 65 years of age would 
not be eligible to receive the govern- 
ment pension. The 5 percent renewal 
commissions do not constitute a problem 
because of the assumption that when the 
integrated program is under way, with 
company pension plans in existence, the 
agent upon reaching retirement age will 
be offered a larger pension in commuta- 
tion of his renewals and that the renew- 
als other than the 2 percent permanent 
ones will be merged in the pension and 
will not be current income. 


Discuss “Abstractors’” Activity 


There was considerable discussion of 
the activity of “abstractors” and also of 
the resolution that the Cincinnati associa- 
tion desired to be adopted memorializing 
the companies to provide standardized 
flexible settlement option agreements. 
This objective has been pursued recently 
by the Cincinnatians under the leader- 
ship of their president, Warner Wilson 
of Guardian Life. 

The trustees considered the advisabil- 
ity of getting certain life insurance in- 
formation into the hands of soldiers and 
sailors, but took no final action. 

Roy Ray Roberts, State Mutual, Los 
Angeles, recommended endorsement of 
agents’ qualification laws. There were 
no invitations received for the mid-year 
meeting in 1942. Action on this matter 
is taken by the trustees at their Decem- 
ber meeting. 


National Leaders Feted 


at Dinner in Brewery 


A group of about 50 trustees and com- 
mittee chairmen were guests of the Cin- 
cinnati General Agents and Managers 
Association at dinner at the Burger Brew- 
ery Sunday evening. Mayor Stewart of 
Cincinnati gave a talk that was well re- 
ceived. 


Vice-president A. A. McFall of Co- 
lumbian National Life was an early 
arrival. 

















My Otp Kentucky HoME 


Barpstown, Ky. 


——Oo0-——_ 


Truly, the sun of prosperity shines bright 
in Kentucky Home Mutual! An aggressive 
sales organization equipped with “up-to-the- 
minute” prospecting and sales plans backed 
by active home office cooperation continues 
to bring an ever increasing volume of business 
to the Company. Result—a gain of sixteen 
percent in business in force last year! 


This co-ordinated teamwork between the 
home office and its Field Staff has increased 
the average amount of new paid-for busi- 
ness per Representative to an all time high!! 
Liberal agency contracts coupled with stream- 
lined sales and prospecting plans have in- 
creased the average earnings of Kentucky 
Home Mutualmen over thirty percent during 
the past six months! 


The Company’s Agency Expansion Pro- 
gram continues to bring many new and well- 
qualified underwriters to the Field Staff. 
Agency openings are available for qualified 
salesmen. Write us today, stating fully your 
experience and past record of production. 


LOUISVILLE “Sr KENTUCKY 


—o-——- 


ELLSWORTH REGENSTEIN, President 
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Friendly Selling Gets Good 
Results for Hunnicutt 


Stressing the need for approaching 
prospects with a story of the human 
value of life insurance service, C. C. 
Hunnicutt, Knoxville, manager National 
Life & Accident, told how he had started 
out with a $50,000 sale, gone through 
the glib tongue, strong argument, analy- 
sis stages and finally come to the con- 
clusion that friendly selling is the most 
effective method to get business. 

Mr. Hunnicutt started out specializing 
in selling group casualty insurance, mak- 
ing contacts through local agents and 
assisting them in making the sale. In 
doing this he contacted the owner or 
manager first in order to secure his 
approval to contact his employes. He 
told of the hearty approval he received 
from one particular employer, following 
which Mr. Hunnicutt suggested it would 
be a good thing if the employer would 
set an example by subscribing to the 
proposition himself. The employer cour- 
teously informed Mr. Hunnicutt that 
he did not feel the need for that type 
of protection, but said he might be in- 
terested in some life insurance. When 
Mr. Hunnicutt quoted the rate on a 
$1,000 policy, the employer asked the 
rate on $10,000. Although he was rather 
startled, Mr. Hunnicutt explained that 
the price per $1,000 was the same re- 
gardless of amount. Mr. Hunnicutt then 
filled out the application except for the 
amount and passed it over to the em- 
ployer for his signature. The employer 
read it over carefully, made a few com- 
ments, asked a question or two, and 
signed it. He then wrote in what Mr. 
Hunnicutt thought at first was $5,000, 
but later was shocked to discover was 
$50,000. 


Gets Big Surprise 


When he delivered the policy and 
received a check for an annual premium, 
the new policyholder introduced Mr. 
Hunnicutt to another insurance man 
who happened to be in the office. The 
two insurance men were left alone and 
as Mr. Hunnicutt was feeling “pretty 
cocky” and thinking he had put some- 
thing over on the other agent, he cas- 
ually mentioned that he had just deliv- 
ered a small policy, adding “for $50,000.” 
The other agent informed him that he 
too had sold a small policy “for $450,- 
000” and he had previously sold the 
man $500,000 but he had been wonder- 
ing where the client had bought the 
other $50,000 to finish out his million 
dollar program which he had planned. 

After relating his initial success, Mr. 
Hunnicutt added, “But they don’t all 
buy $50,000,” and he went on to explain 
how he sells the average man who buys 
about a $2,500 policy. 


Tried Various Methods 


“When I came into the business I 
had been led to believe that a success- 
ul insurance man must possess a glib 
tongue and be able to out-talk Arleen 

arris,’ Mr. Hunnicutt explained. “So 
I tried to produce with the merry music 
of a pliant chin. I used the old high- 
Pressure method until it almost put me 
i business. 

‘Then I adopted the strong argument 
eathod and won lots of seaneaaine and 
ost many sales. 

Next I started to use the scientific 
mee of the analyst, comparing rates, 
pean net cost, etc., and succeeded 
: almost making actuaries out of many 

ut policyholders out of few. And so 

just about reached the bottom and 
perhaps would have despaired of hope 
wf ng a sense of humor or something 
: ich made me realize that from the 

ottom there is only one way to go—up. 


Turns Spotlight on Self 
“So about 1927 I bega 
C n to t 
spotlight on me and Pate med Bre 
mo them with the successful meth- 
S of other men. The first thing made 


clear to me was that I had been using 
the wrong approach. I had practiced 
programming, income settlements and 
package selling and had been using such 
stock approaches as, ‘Mr. Prospect, I 
have a plan which I would like to show 
you’ or ‘I would like to discuss an idea 
with you,’ or ‘I have a new program of 
insurance I would like to go over with 
you,’ or ‘Have you ever had your poli- 
cies analyzed and programmed to fit 
your needs?’ ... all of which usually 
causes the prospect to sense immediately 
that you are going to try to sell him 
something and he begins to plan how 
he is going to defend himself in the 
approaching battle of wits. 

“These approaches bring on his de- 
fensive and he comes up with some of 
the stock objections such as ‘I am too 
busy today to talk about insurance,’ or 
‘I have all I can pay for,’ and so on. 

“So I began to think about what I 
could say to people, these average men 
who do not buy $50,000, that would im- 
mediately make me welcome in their 
presence and make them want to talk 


to me. I decided that everybody is in- 
terested in something and will be glad 
to talk about that thing. I decided that 


Addresses Supervisors 


and Assistant Managers 





there is usually evidence enough in a 
man’s office or his home to indicate 
what his interests are. 

“If I go to a man’s home and see a 
bag of golf sticks or piscatorial pictures 
or stables and horses, I know of course 
that he is a golf enthusiast, a disciple of 
Isaac Walton’s pastime or a lover of 
horseflesh. If when I approach a house, 
I am greeted by the bark of a dog, it is 
fairly reasonable to assume that the peo- 
ple in that house love dogs. If they 
have a beautiful garden which requires 
a lot of attention, I know immediately 
that I am approaching a home where 
there is interest in flowers. 


Gets Them to Talking 


“And in such circumstances, isn’t it 
the most reasonable and sensible thing 
in the world for me to begin my con- 
versation by talking about these things 
I know they are interested in? It gets 
them to talking and the very first thing 
you know they give me the very open- 
ing I want to bring up the real purpose 
of my visit.” 

Mr. Hunnicutt then explained that he 
considered the industrial salesman as 


(CONTINUED FROM PAGE 32) 


ERIC G. JOHNSON 
Vice-president Penn Mutual Life 
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Best wishes to N. A. L. U. 


for an inspirational convention in Cin- 
cinnati. May you all go back to the 
field with added zest and enthusiasm 


for telling the story of life insurance. 


THE 


FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


WICHITA, KANSAS 


H. K. LINDSLEY, President 
F. B. JACOBSHAGEN, Vice President-Secretary 
J. H. STEWART, Jr., Vice President-Treasurer 


Radio Station KF BI 1070 Kilocycles 


* Policies that Protect” 
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the advance guard in life insurance. 
“The harvest of many large cases closed, 
more perhaps than we know, comes 
from the seed planted in some home by 
an industrial agent who canvassed in 
the home and awakened in the wife a 
realization of the need for protection 
and of the husband’s responsibility for 
providing it. The industrial man carries 
the message to the home every day, 
winning the interest of the women and 
helping to train the children early in 
life on the needs of life insurance and 
the value of preparing for uncertainty. 
Sometimes after making our first sale 
we don’t go back often enough to sell 
the other cases and some other fellow 
gets that business, and that serves to 
remind us, I guess, that wealth is not 
his who makes it but his who enjoys it.” 


Right Mental Attitude 

“Selling the average man starts with 
getting the prospect in the right mental 
attitude toward you—and then the rest 
is comparatively easy. 

“T have secured valuable assistance 
at one time or another from the post- 
man, the water and gas meter readers, 
and from these men have learned the 
names of people in the community, the 
ages and occupations of those employed 
in the family, and particularly informa- 
mation as to the children. With this 
information I am able to make a can- 
vass of the neighborhood. If the little 
girl named Mary comes to the door, I 
can say to her, ‘Good morning, Mary, 
how are you? Is mother busy? Please 
tell her I would like to see her a mo- 
ment.’ Of course, Mary does not re- 
member ever having seen me and might 
wonder who this man is that knows her, 
but she will promptly call her mother. 
It would be a rare occasion indeed if 
the mother, accompanied by Mary, did 
not come at once to the door. 

“Then I might say, ‘Good morning, 
Mrs. Jones. I have been admiring your 
garden (or your cat or your dog, or I 
should like for you to tell me how you 
manage to be so successful with your 
flowers or your vegetable garden, or I 
might ask about some particular flower 
that she had evidently given some spe- 
cial attention). 


Gets Acquainted First 

“T would not necessarily tell her my 
name or my business in my first few 
words, and therefore before she realizes 
it, she may have been talking to me for 
10 or 15 minutes about her flowers, or 
about her cat, or about her lawn, and 
because these are things she is interested 
in, she has not had time to wondér why 
I am there or to build up a defense. 
When the conversation has gone on suf- 
ficiently, I might say, ‘Mrs. Jones, I am 
Mr. Hunnicutt, a neighbor of yours 
(although I might live across town 
from her) and I have been wanting to 
know you people for some time. I 
would like to meet your husband. What 
time is he at home? I understand he is 
in the grocery business and is doing 
fine.’” 

Mr. Hunnicutt related several inci- 
dents of friendly selling to the average 
man to illustrate the ease with which 
the sale is made when “we acquire a 
friend first and a policyholder second. 
If you go out of your way to help others, 
others will help you on your way.” 

“When I entered the business I was 


told that everybody was a prospect un- 
til he was proved differently, but I 
found that unless I proved different, 
nobody was a prospect. 


Someone Must Live 

“T was told to say one should buy 
insurance because everyone must die, 
but I learned that everyone should buy 
life insurance because someone must 
live. From observation and experience 
in dealing with average people, I have 
become convinced that men may differ 
widely in their logic but are universally 
the same in their feelings and their 
sentiment. 

“Most sales presentations are as de- 
void of warmth and human vitality as 
the correspondence student who placed 
the stamp on the envelope on his lesson 
upside down because he said that was 
his college yell. I believe that if we 
give greater consideration to human 
problems and interests, things that are 
closest to a man’s heart, he will respond 
more readily. Someone has wisely said 
that ‘men believe they are led on by 
what they see when in truth they are 
driven on by what they feel.’ 


No Substitute for Hard Work 

“No matter what method one uses, 
there are many supplements to, but no 
substitute for, hard work: It takes hard 
work to make an easy living, and one 
cannot afford to rely upon his past suc- 
cesses. No one is to be pitied more than 
the man whose future lies behind him. 
Life deals with us on the installment 
plan and each day we either buy a little 
success or a little failure. The hard 
part of making good is that you must do 
it over every day. If what you did yes- 
terday still looks big to you, then you 
surely haven’t done much today. Suc- 
cess is never final nor failure ever fatal 
—it is the courage to keep on keeping 
on that counts. 


They All Buy 

“No, they don’t all buy $50,000, in 
fact they don’t all buy from you, but 
they do all buy, particularly when we 
approach them with the story of the 
human value of our service, convince 
them we come to them as a friend desir- 
ing to offer our assistance in building a 
plan which guarantees as nothing else 
will, protection and security for those 
they love. : 

“In these days of unrest and uncer- 
tainty, we should be proud to be in a 
business that offers the greatest security, 
the greatest hope for the future and if 
we would do our part, we must plan 
today as if we expected to live forever 
and work as though we expect to die 
tomorrow.” 


Distribute Hedges Matches 


The H. A. Hedges for secretary com- 
mittee distributed match books, containing 
a likeness of Mr. Hedges and some words 
in his behalf. 


Woodson Ends Long Circuit 


B. N. Woodson, director of service of 
the Research Bureau, has had a very 
busy summer. Since June 1 he has ad- 
dressed 27 company conventions. 
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THE NATIONAL ASSOCIATION We congratulate this great 
OF LIFE UNDERWRITERS life insurance organization 


on its progress. 
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The Managers and General 
Agents of Los Angeles, shown 
on this page, take this means 
of extending felicitations to 
the N. A. L. U. assembled in 
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“Trade Up” Business and 
Add Extra Cipher to Sale 


(CONTINUED FROM PAGE 7) 


taxes had been, and he did not see how 
he could pay for his present insurance. 
He said that if anything, he would drop 
insurance, and certainly would not con- 
sider any additional. However, I was 
prepared for his reply. I discussed in- 
heritance taxes, the terrific problem that 
his estate would have, and how he could 
simplify the matter by having the cash 
available. I showed him how he could 
pay the premiums by transferring capital 
that he now had into insurance. This 
man did not like the idea of transferring 
capital, but to make a long story short, 
he had his wife and children buy the 
insurance and pay the premiums from 
a trust fund that he had set up for them 
some years previous. In other words, 
all I did was uncover a need and the 
prospect really solved the problem.” 


Solicits Wealthy Woman 


In another case still pending Mr. 
Hays solicited a wealthy woman whom 
he knew. “She told me right at the 
start that she was no prospect for in- 
surance, and named a dozen insurance 
men who had tried to sell her. She told 
me she had life income from three trust 
funds which her children would inherit 
upon her death, so there was absolutely 
no need for insurance. Her estate would 
not have to pay an inheritance tax and 
there was no reason for her to create 
an estate of her own. I was completely 
stumped, for I was unable to uncover 
a need. However, in the course of the 
conversation I discovered that she 
wished to become a partner in an in- 
terior decorating business, not with the 
idea of making money, but to have 
something to do which would occupy 
her time. She wanted to borrow $50,000 
to buy this interest but did not know 
how to go about getting the money. 
I told her I thought I could arrange 
the loan, but she would need $50,000 of 
insurance so that the loan would be paid 
off in event of her death. She was de- 
lighted with this plan, and I arranged 
the loan and sold her $50,000 insurance. 
However, in my opinion, that is just the 
start and I will be disappointed if I 
do not sell a much larger amount of 
additional insurance.” 


Cautions Against Haste 


In closing, Mr. Hays _ cautioned 
against “trading up” too quickly. “Just 
as it would be suicidal for a five and 
ten cent store to change overnight into 
an exclusive shop carrying expensive 
merchandise, so it would be a mistake 
for us to neglect our regular business 
while concentrating entirely on larger 
cases. We must stick to the present 
channels and develop these better pros- 
pects right in our stride. ‘Spend more 
time with people who have more money 
or more brains than you have, and 


maybe you will get some of either or 
both.’ ” 


Million Dollar Group Has 
Extensive Activities 
(CONTINUED FROM PAGE 7) 


members for but a single year; 63 were 
members for two years; 14, three years; 
four, four years; 12 dropped out volun- 
tarily and two by action of the com- 
mittee and 14 died. 

Of this year’s members, 26 immedi- 
ately prior to entering life insurance 
were in school; 11 were in textile and 
clothing; 11 in manufacturing; 10 in 
merchandising; eight in engineering; 
seven in banking; five in the automobile 
business; four in real estate; three in 
law; three in general insurance; two in 
military life, and the rest scattered. 

_ At each place was a rose with stem 
in glass container. Jack Lauer said that 
he has an arrangement with the florist 
to send such a flower to each policy- 
holder on his birthday at a cost of only 
15 cents each. He suggested that others 
might like to use a similar system in 


their cities. It is greatly appreciated 
by the recipients, he said. 

Each member was presented with a 
clothes brush, courtesy of President F. 
B. Wilde of Connccticut General. 

After the preliminary ceremonies were 
disposed of, the group moved into an 
adjoining room for the formal speaking 
program. 


Must Consider Small Buyer 


The responsibility of the large producer 
to the small volume buyer was stressed by 
Robert H. S. Brilliande, Occidental Life of 
California, Honolulu, Hawaii, before the 
Million Dollar Round Table. He attributed 
the development of the so-called “insur- 
ance counsellors” to the neglect of the 
$1,000 to $3,000 market which represents a 
great proportion of life insurance policy- 
holders. However, Mr. Brilliande believes 
that the million dollar producer and the 
small buyer can be brought together to 
mutual advantage through a program of 
communal selling which he outlined. 

Service to old clients as a prime essen- 
tial in sales success was stressed by Paul 
Dobson, Northwestern National Life, Min- 
neapolis. Constant pressure on new pros- 
pecting is costly while in contrast, the 
lowest cost and highest return in sales 


work comes from building a satisfied 
clientele, he declared. 

Particular interest was displayed in the 
talk by Harold S. Parsons, Travelers, Los 
Angeles, one of the four round table mem- 
bers representing a multiple line com- 
pany. Although 29 percent of his income 
comes from other than life business, Mr. 
Parsons has given up solicitation of fire 
and casualty lines, with the exception of 
accident, because life insurance pays him 
a better return for the time expended. 

Points for developing a better under- 
standing between insurance and trust 
men were outlined by Theodore Widing, 
Provident Mutual, Philadelphia. In 
his talk he enumerated the essential 
characteristics of the services offered 
by both. Cooperation exists when both 
life and trust men understand the cor- 
rect application of both types of settle- 
ment methods, he said. 

In stressing the need for a constant 
supply of new, constructive ideas, Paul 
W. Cook, Chicago general agent Mutual 
Benefit Life, stressed the fact that pros- 
pects always reclassify ideas presented 
them according to their own viewpoints. 
He cited several interesting cases where 
prospects bought, not because of the 
ideas Mr. Cook suggested, but because 


of ideas they themselves developed , 
he talked. 

Agents can add another cipher 
$5,000 policies by “trading up” thei, 
business from a_lower selling bracke 
to a higher one, Henry W. Hays, Massa. 
chusetts Mutual Life, Rochester, N. y 
declared. As each day has a limited 
number of hours to increase volume jt 
is important to contact people “who haye 
more money or more brains than yoy 
have, and maybe you'll get some of 
either or both,” he pointed out. 

Jack Lauer reported as chairman of 
the nominating committee. 

There was a joint luncheon and then 
the entire afternoon session running until 
5 o'clock was occupied with presentation 
of material and questions and answers by 
Denis Maduro. 


Adolph E. Gillman, Northwestern My- 
tual, Cincinnati, life member of the Million 
Dollar Round Table, could not participate 
in the round table activities because of an 
injury sustained when he was hit by a 
bus several weeks ago. A number of 
friends of Mr. Gillman’s visited him at 
Jewish Hospital where he is convalescing, 
He expects to be out in about 10 days. 
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Cooperation, Not Reciprocity, 
Proper Life-Trust Spirit 
(CONTINUED FROM PAGE 7) 


Mr. Widing exhibited a study of one 
company showing the great increase in 
yse of optional settlements. In 1912, 
36 of its assured put policies aggregating 
$254,000 under option. In 1940 there 
were 9,893 policyholders with insurance 
of $87,000,000 whose policies were pro- 
grammed in this way. The table: 


Growth of Optional Modes 


Number Number 
Year of Insured of Policies Total Amount 
1912 36 51 $ 254,000 
1928 2,962 5,639 27,500,000 
1931 3,262 6,008 36,000,000 
1934 6,177 11,202 61,500,000 
1937 8,302 14,321 76,500,000 
1940 9,893 16,462 87,000,000 
Classification of Options 
Total Number Very 


Year of Forms Easy Medium Hard Hard 


Twin Enterprises 


The first insurance trust in the coun- 
try was written in 1869 by Girard Life 
Insurance, Annuity & Trust Company of 
Philadelphia, now Girard Trust Com- 
pany, he asserted. The second was writ- 
ten by Provident Life & Trust Com- 
pany, Philadelphia, in 1877. 

There was an early recognition that 
the life insurance business and the trust 
business had much in common, that one 
was largely the complement of the other, 
and, in fact, both businesses were com- 
bined in the early years. 

The primary function of life insurance 
companies is to carry the insurance risk 
and create a fund. But ‘life insurance 
has brought itself to believe that besides 
the establishment of the fund, it must 
offer as a service the conservation, ad- 
ministration and distribution of this fund. 

It is impossible to generalize and say 
that a life insurance trust is better or 
that optional modes of settlement are 
better until it is determined what must be 
accomplished and what the entire facts 
are, 


Has Boy Aged 10 


Mr. Bond is married and has a boy 
aged 10. In the event of the deaths of 
both him and Mrs. Bond, it is his desire 
that the boy have someone in whom 
confidence could be placed for main- 
tenance, education and emergencies. The 
obvious answer to this unqualified case 
iS a corporate trustee, for in order to 
give the necessary flexibility which his 
problem demands, Mr. Bond’s agency 
must have a high degree of discretionary 
power. 

-Mr. Dope is married, no children, and 
his estate is composed entirely of his 
life insurance which is in one company. 
It is his desire that Mrs. Dope have a 
guaranteed monthly income which will 
be hers as long as she lives, and that 
this income must not be dependent upon 
any decision of hers at any time. This 
objective can best be accomplished 
gi the life company settlement op- 
ions. 


Cites Weird Requests 


Mr. Widing cited some weird requests 
that have been received by one insurer: 
The insured requested the company to 
Provide in connection with his $1,000 
Policy that at the death of his wife 
percent of the remaining principal 
be paid to his daughter and that the re- 
maining 1 percent be given to his son. 
The company was asked to pay in- 
Stallments to the insured’s children until 
they started to drink or gamble. 
Requested the company to pay one- 
alt part of installments to a former 
wife and one-half part to the present 
wife, but if they should begin to quarrel, 
the company was not to pay installments 
to either of them. 
The insured asked that the company 
permit withdrawals for educational pur- 
Poses only if the boy went to Harvard. 


Women Take More Interest 


in Local Associations 
(OONTINUED FROM PAGE 12) 


conversation. The salesman’s suggestions 
are related to the interview and made at 
the natural place in the conversation. On 
the other hand, a salesman initiated call 
may find the customer unprepared or 
unwilling to talk so that any sales sug- 
gestion might be considered untimely or 
inappropriate. 

Mr. Zeller said one pre-requisite of a 
successful plan for soliciting business by 
telephone is that the contact should be 
of mutual advantage to the seller and 
the customer he is soliciting. It is nec- 
essary then for the salesman to qualify 
prospects in this light. In using tele- 
phone solicitation the agent is entering 
into a highly competitive field, Mr. Zel- 
ler warned. 


PLAYS UP PROSPECT 


Prospects should occupy the center of 
the stage, declared Dorothy S. Briggs, 
John Hancock Mutual Life, New York, 
in discussing dramatizing the interview. 
Prospects have the desire to be important. 
Sales are lost because the agent holds the 
center of the stage instead of putting the 
prospect there as a good stage manager 
would do. 

To illustrate her point, Miss Briggs sug- 
gested the following approach: “Mr. Pros- 
pect: I can see that you have given your 
earnest consideration to this problem of 
responsibility for your family and have 
made a good start. What I feel you need 
is a complete plan of just what your final 
objectives are, and then let me work out 
a program by which you can purchase a 
unit at a time as your finances permit. Tell 
me, what you would like to provide in the 
way of income, educational opportunities, 
etc., for your wife and children.” 


Praises Him to Action 

In handling the selfish man of means 
who has made inadequate provision, Miss 
Briggs does not attempt to shame him 
into doing it, but she praises him into it, 
stressing his past success. 


Stresses Importance of Voice 

In discussing “Hearing Ourselves as 
Others Hear Us” Frieda Lotze, head of 
the Engtish department of Walnut Hills 
High School, Cincinnati, said there is a 
growing recognition of the practical im- 
portance of speech improvement. The 
voice reveals disposition, breeding, na- 
tionality, state of mind and condition of 
health. She gave suggestions on voice 
physiology and acquiring qualities of voice 
and improving diction. Naturalness and 
sincertty in speech are essential, she de- 
clared. 

In discussing “Fatigue and Relaxa- 
tion,” Helen N. Smith, head of the physi- 
cal education department, University of 
Cincinnati, urged regularity in eating and 
sleeping habits and the elimination of 
nervous tension. 


Need Purpose in Life 

Stressing the need for a purpose in 
life, Beatrice Jones, Equitable Society, 
New York, president of the New York 
Association of Life Underwriters, de- 
clared that “purpose in life is that which 
insures the sequence of our efforts and 
thus provide continuity of motivation.” 

Miss Jones urged that agents use the 
same kind of motivation on themselves 
that they employ in selling. By deter- 
mining an objective to work for, a pro- 
gram of work can be outlined to attain 
the ambition. 

“If we can direct ourselves toward a 
realization of our daily, changing ambi- 
tions, we strengthen our ability to rec- 
ognize and adapt to our needs an abid- 
ing purpose,” Miss Jones declared. She 
urged agents to discover their natural 
endowments and to develop these so 
that their lives will be of value to other 
people. 


Julian Price, president and Jack 
White, agency manager of Jefferson 
Standard Life, arrived Tuesday morning 
and were greeted by representatives of 
that company who were already on hand. 
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Seminar Sessions Stimulating 


(CONTINUED FROM PAGE 8) 





to prospecting devices. He pays $1 a day 
for the list of newcomers to the city that 
is gotten up as part of the welcome serv- 
ice. He gives a weekly list of about 35 
names to new men. He strives to give 
“honest-to-God” prospects to his agents. 

Mr. Holleman said the morale of an 
agency is high if the men are successful 
and are balancing their budgets month 
after month. If there are a few men not 
making a living the morale of the entire 
unit is depressed. The manager must take 
a stern position and turn out those that 
are destroying morale. Mr. Holleman said 
he took such drastic action this year, elimi- 
nating five men, and the morale has greatly 
improved. He now has more time to de- 
vote to recruiting and to work with pro- 
ducers that are responsive. 

Mr. Vermillion spoke of the problem of 
a trouble maker in the agency. The way 
to deal with such an agent is to let him 
know that the general agent packs a wal- 
lop, that he is just. If the trouble maker 
doesn’t reform, then he should be ousted 
without ceremony. 


Should Declare Principles 

The general agent should declare his 
principles to his men; make them under- 
stand the type of agency he is striving to 
create. Mr. Vermillion sends a letter to 
policyholders of men who have attained 
high company ranking, saying that these 
buyers have contributed to the agent’s 
success, 

A member of the audience said that when 
he takes a vacation, he turns the manage- 
ment of the office over to the agents. 

Mr. Magruder said the general agent 
should be a true friend to his men; he 
should put himself in their shoes in mak- 
ing decisions. He sends flowers on wed- 
ding anniversaries and he writes a message 
as he would to a friend. He doesn’t do 
these things for deliberate purposes, but 
because it is an outlet of the way he 
feels. “Don’t do these things because they 


will accomplish something; that isn’t sin- 
cere; do them because you want to do 
them.” 

Mr. Ream suggested that the general 
agents drop individual cards to their men 
from Cincinnati. 


Men in Army 

One member spoke of maintaining morale 
of agents who are now in the army. He 
tries to maintain the standing of his men 
who are in service. A letter is sent to the 
man’s policyholders, telling of his new 
status, and suggesting that they get in 
touch with the general agent for insurance 
service. He then will communicate peri- 
odically to the policyholders messages from 
the man at camp. Any business that is 
derived from this circularization will be 
credited to the man’s account. 

John Marshall Holcombe, Jr., manager 
Sales Research Bureau, spoke a few words. 

The presentation that was selected for 
repetition at the general session in the 
afternoon was that of Mr. Ream. 


JUDD C. BENSON 


Judd C. Benson, manager Union Cen- 
tral Life at Cincinnati, presided over one 
of the seminars discussing the building of 
agency morale. This meeting was partici- 
pated in by a large and interested group 
of perhaps 200 men eager to make some 
individual contribution to the general dis- 
cussion, 

Warren V. Woody, agency manager 
Equitable Society, Chicago, emphasized 
the necessity of building the prestige of the 
individual agent. This is best accom- 
plished by building prestige first with the 
man himself and then with his family and 
friends. 

L. S. Broaddus, Guardian Life, Chi- 
cago, spoke of the cost of putting a policy- 
holder on the books and of adhering to 
the business principle of cost plus profit. 











Ernest A. Crane, Northwestern Mutual, 
Indianapolis, discussed the building of 
agency morale through company prestige. 
Each agent must be made to feel that he 
is an integral part of an important and 
unexcelled organization and to take pride 
in that association. 

The importance of systems of super- 
vision was stressed by Harold Moore, 
State Mutual, Pittsburgh. Ralph W. 
Hoyer, John Hancock, Columbus, O., ad- 
dressed the group on the building of morale 
through cooperative agency enterprise. 
The agency should function as a unit so 
that the problem of morale becomes one 
of agency unity which requires each of 
its members to become a real part of the 
whole. 

J. Harry Wood, agency vice-president 
of John Hancock, summarized the pro- 
ceedings of the session and Lewis W. S. 
Chapman of the Research Bureau made 
various comments on the ideas advanced. 





MANUEL CAMPS, JR. 


At the seminar session led by Manuel 
Camps, Jr., John Hancock Mutual Life, 
New York, the supporting panel consisted 
of C. W.. Wyatt, John Hancock, Boston; 
Jul B. Baumann, Pacific Mutual Life, 
Houston; J. P. Graham, Aetna Life, Balti- 
more; H. D. Josephson, State Mutual, 





LIFE 


dent Connecticut Mutual, and 
Woodson, Sales Research Bureau. 

Mr. Woodson in a brief presentation ¢j 
the general problem of building mor) 
stressed particularly the development ( 
receptivity and courage. The importay 
thing is not what the agency offers in th 
way of a training program, but what th 
men accept. Therefore they must be trainej 
so as to be receptive to the right ideas, 

In view of the black international sity. 
tion, the TNEC, the narrowing marke 
for individual sales due to mass selling 
government selling of bonds and othe 
factors, men are afraid of the future an 
the unknown. To combat this fear, Mr 
Woodson suggested pointing out that or. 
dinary sales continued to mount during 
World War I. Taking 1914 as 100, th 
volume grew to 296 in 1920. It also helps 
to cut down the figures on present dy 
sales to a monthly or daily basis, showing 
the volume or number of policies so 
each day or month. So long as incom 
must go on, there will be a field for life 
insurance, Mr. Woodson said. 

Spiller Hicks, veteran general agent 
of Provident Mutual in Richmond, started 
the ball rolling by describing some specific 
cases in which he had built morale of 
individual agents by building _ prestige 
through publicity. He presented some o 
the material used. 

The first question propounded was how 
the general agent can demonstrate that 


New York; Vincent B. Coffin, vice-praj. 
B. X. 
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INVESTMENT IN FREEDOM 


Political freedom means little to the man who has 
lost his economic independence. Our first step in main- 
taining the American way of life, therefore, is to place 


; Fes ¥ CONSTANTLY revamping policies to meet 
our own house in order. Fidelity made an outstanding 


the new demands brought about by the 
country’s changing economic and social life, 
American United Life is keeping more than 
abreast of the times. They’re geared to the 


contribution to the solution of this problem when it origi- 
nated the “Income for Life” plan in 1902. 


as bole ‘ey future. 
Income for Life,’ potent though it is in its sales ap- 


peal, and basis of Fidelity’s successful direct mail service, 
is only one item in a complete sales kit which includes 
also Modified Life, Family Income, Family Maintenance, 
Modified Income for Life, Disability Income, Term to 65, 
Juvenile, Standard and Sub-Standard. 


*41 planning is looking toward °51 and ’61. 
Policies delivered today are designed to meet 
present requirements as well as to serve in 
the years to come. They'll stand the gaff and 
do the job for which they’re created. 

Nowhere is there to be found a more com- 
prehensive line of both participating and non- 
participating policies. 

Fidelity has won a reputation for friendliness to its a ca CELLO eo 


agents, but its friendliness also to its policyholders is during the early years of each policy. 
the foundation upon which its field has profitably built 


for more than sixty-three years. 
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Stresses Morale 


‘. outting his agents’ interest first. 
rn I , a Fa Connecticut Mutual, 
Chicago, suggested that the handling of 
ads might be a criterion. He said in the 
frst place the general agent himself should 
assign these leads and not delegate it to 
someone else, SO that if there is any com- 
plaint, the burden will be on the general 
agent. The general agent should not take 
the cream of the leads. In his own agency, 
none of them go to the general agent or 
supervisors. The general agent should 
yse his judgment in assigning, based on 
what the men are doing with them. If an 
agent is not using the leads given him, 
he should be called in to find why not. 
Anton Haas, Mutual Life, Pittsburgh, 
told of bringing in policyholders to tell 
what they appreciate and what irritates 
them. The agents also are asked to dis- 
cuss the elements of service. 


| Leader or Driver? 


The second question was whether the 
general agent should lead or drive. At 
frst there was no response from the floor. 
Edward Allen, New England Mutual, New 
York, said this might be because there is 
no question that the general agent’s role 
should not be that of boss but of co-worker. 

Chairman Camps cited the advice by 
Mr. Zimmerman at the morning session: 
“Don’t be a big shot. Be humble.” He 
said in too many cases the agents are 
supposed to bow down and face east when 


the general agent appears. 


| Build Confidence in Ability 


Mr. Josephson said that what the agent 
needs most is confidence in his ability to 
perform the job. He feels unequipped; 
three-fourths of his time is spent in a 
hostile world. He needs a message strong 
enough to overcome that hostility. 

The big aspect of building morale, Mr. 
Josephson said, is to instill complete con- 
fidence through a complete and thorough 
preparation in presentation. He particu- 
larly decried the presentations which he 
described as “blubber talk” and “stale 
stuff.” The agent has to have an exciting 
and dramatic message, he said. 

Herman Wilharm, home office repre- 
sentative Columbus Mutual Life, said his 
company has “the screwiest contract on 
record, but it works,” and that it is really 
an overgrown general agency, with the 
agents having direct contact with the home 
office. He said it is necessary to take 
negative attitudes and develop them into 
positive. He described the “victory drive” 
contest being conducted by his company. 

Newell Day, Equitable of Iowa, Daven- 
port, told of the procedure he follows 


'when going out with an agent. After the 
| agent has given his talk, Mr. Day says: 
“Mr. Blank is very well informed on his 


subject and I don’t see that there is much 


pleft for me to say. When can you be 
5 examined ?” 


Then the prospect usually says: “Aren’t 


| you going a little fast?” “And that opens 
sthings up for the real presentation,” Mr. 


Day said. 


| Wyatt’s Profit-Sharing Plan 


Mr. Wyatt in explaining the profit- 
ing plan used in his agency, said that 


/morale starts in an agent’s pocket. When 


#2 man has only 80 cents in his pocket, 


phe hasn’t much morale. Attention is given 


to the’ financial situation, not only when 


: he joins the agency, but all along the line, 
” planning for his desires and obligations, 
) What he wants to do and accomplish. 


In the division of the profits of the 


» ‘gency, there are management shares, as- 
| Signed to the general agent, associate gen- 
ral agent and supervisors, and production 


RAN NN Bet te Bt te 
a 


> Siares, given to agents on the basis of the 
| {Mount of premiums in force. One result 
> 's that every man in the agency is watching 


or ways to cut down overhead and avoid 
waste, 


on the question of selling the agent out 
ot a slump, Nathaniel Reese, Detroit gen- 


Metal agent of Provident Mutual for 41 
“ts, gave some specific examples of cases 


O}of the ki 


nd in his organization. 

om Evans, Home Life, New York, 
h ged using plan sheets and said they will 
Cip the general agent keep closer to his 


; men. If a man’s calls were below standard 
")" Some day, there probably was a reason 


Cc. J. ZIMMERMAN, Chicago 
Connecticut Mutual Life 


and in getting at that it is possible to get 
at the agent’s personal problems. 

R. E. Myer, Mutual Life, Detroit, said 
the best results on any innovation can be 
obtained by starting with a small group. 
After one man says he is getting results 
from it, others will take it up. Two of his 
men through attendance at a school became 
convinced of the value of an organized 


sales talk. He thereupon appointed them on™ 


a committee to develop such a sales talk 
for the agency. Various talks were pre- 
pared and will be submitted to two juries 
to make the final elimination. Thus the 
final decision will be with the agents them- 
selves. 


Problem of Outside Territory 

Mr. Graham took up one of the prob- 
lems of agencies with outside territory, con- 
taining small cities, in maintaining the 
morale of men at those points. His solu- 
tion was to give each of them the title of 
district agent, secure an office on the main 
street, preferably on the second floor, and 
have the windows lettered with the name 
of the company and that of the district 
agent, with no mention of his own name. 
He takes a reasonable sized “ad” in the 
local paper announcing the appointment and 
usually secures a news item in the paper 
as well. He also contacts several leading 
citizens, asking them to drop in on the 
“district agent” from time to time and see 
how he is getting along. On subsequent 
visits to the town he calls on these men 
to ask “how my boy is getting along.” In 
some cases they have developed into valu- 
able assets for the agency. 

When an application has been in the mill 
for four or five days, the agent begins to 
wonder what’s happened to it. He has in- 
structed his cashier to watch the business 
closely as it comes in and as soon as an 
agent comes in, to tell him the good news, 
if it is such, or if not to arrange to break 
it to him gently. He recognizes the work 
of men who have met a certain quota by 
providing personal engraved stationery for 
them. He likes to have all his agents be- 
come association members and pays their 
dues, taking it out of their commissions. 
A similar procedure is followed for those 
who are taking the C. L. U. work. To 
stimulate attendance at association meet- 
ings, he has his agency meeting at 11 
o’clock on the day of that meeting. 


Joint Work with Agents 
Eric Wilson, Northwestern National, 
Seattle, cold canvass expert and author of 
the book, “There Are No Strangers,” told 
something of his plans of joint work with 
agents. He says he doesn’t expect an agent 
to say anything that he is not willing to 
say himself. He said the best way to get 
men to use an organized sales talk is to 
demonstrate to them that it will work. 
. H. Denny, agency director, State Mu- 
tual Life, said the best way to handle the 
(CONTINUED ON PAGE 40) 
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“How Much is Enough?” Is 
Answered by Schwinger 


“If you knew definitely that today 
was the last day you were going to live, 
how much life insurance would you 
buy?” With that question Lowell P. 
Schwinger, Waterloo, Ia., district agent 
Northwestern Mutual Life, starts out 
his fact getting interviews, he explained 
at the first day’s afternoon session. Al- 
though he gets a varying answer to this 
question, Mr. Schwinger explains to the 
prospect that in the final analysis “we 
have to purchase life insurance in ac- 
cordance with our ability to pay for it, 
so the question is—‘how much _ is 
enough?’” He emphasizes this by say- 
ing: “I don’t mean how much we would 
like to have. What I want to know is, 
how much is just enough?” 


Gets Data on Ages 


In order to tackle the policyholder’s 
problem, Mr. Schwinger secures perti- 
nent data about the ages of prospect 
and members of his family. He then 
points out that the prospect’s family’s 
critical period is the time until the 
youngest child reaches age 18, adding 
“the greatest asset that any man can 
leave his family is their mother’s time, 
care and attention, especially during the 
habit-forming years.” 

Mr. Schwinger then explains to the 
prospect “as far as you are concerned 
you are dead and buried. I am taking 
you out of the picture, but I am giving 
you a privilege that you will never have 
again. That is sitting down and arrang- 
ing a budget for your widow.” Then he 
gets the prospect to estimate the least 
income that his wife will need during 
the critical years. He lets the prospect 
name a figure and then suggests that 
it might be less than that, explaining, “I 


am not trying to cut her income down, 
understand, but I said how much is just 
enough, not how much would you like 
her to have, but how much is enough 
to get this job done?” 


Explains Necessity of Education 


Mr. Schwinger explains the necessity 
for college education in a world that is 
getting keener every day from a com- 
petitive standpoint. He then gets the 
prospect to decide what the minimum 
amount will be needed to educate his 
children. The desirability of providing a 
life income for the prospect’s wife is 
then pointed out. 

Mr. Schwinger brings up the need for 
taking care of obligations such as the 
mortgage and unpaid balance on the car. 
He points out that last illness and 
funeral expenses average about $1,300 
in the United States. Although this 
amount varies, he gets the prospect to 
agree to provide around $1,500. 

The prospect is then told that now 
that the budget is arranged it is neces- 
sary to determine whether the widow 
will be able to take care of her needs. 

“The next step is to go with her to 
the bank deposit box to find out what 
is in there to permit her to do these 
things. What are we going to find? Let 
me state this plainly. I am here in your 
behalf; I believe I can help you. Any- 
thing we discuss is entirely confidential. 
If at any time during this conversation 
of ours you feel there is information 
which you do not care to divulge, just 
let me know and I will leave, because I 
can’t help you unless you give me the 
facts as they actually exist. What will 
we find in this box? How much life 
insurance? $22,000? Very fine. You 
know, when your widow goes over there 
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to that box and she finds that life in- 
surance in there, you may have $22,000 
of government bonds there, too, but 
don’t forget the life insurance dollar is 
the same kind of dollar that you can 
get from that government bond, or if 
you have the cash in the box, they are 
the same kind of dollars made on the 
same kind of currency and will buy the 
same kind of goods.” 

In this same manner Mr. Schwinger 
gets the prospect to enumerate his other 
investments so as to get a true picture 
of his financial set-up. 


Better Chance of Living 

“Now, Mr. Prospect,” Mr. Schwinger 
continues, “you remember I told you so 
far as you are concerned for our pur- 
pose here today, you are dead and buried, 
but I was only fooling, because you 
have a better chance of living to retire- 
ment age than you have of dying and if 
you were selecting one of the universal 
retirement ages today, which would it 
be, 55, 60 or 65? You feel like you would 
like to have it at 60? All right, that is 
a very fine age, I think. 

“Now, when you are 60, what is the 
least you have to have so that you and 
Mrs. Prospect can do some of the things 
you have always wanted to do and per- 
haps never have had the time or money 
to do them with? Here I don’t mean 


——= 


how much would you actually have t 
have to provide the necessities, because 
I think we can plan for a little bit more 
than that, and it should be an amoyy 
within reason that you would like to 
have that would permit you to do more 
than just the ordinary things. You think 
that $200 would do the job, do you not? 

“Mr. Prospect, do you know the pen. 
sion power of your present owned life 
insurance? By pension power, I mean 
the contractual provisions in the cop. 
tracts you now own that will permit you 
to trade that cash to the company at 
age 60 in lieu of income on a monthly 
basis. I am not surprised that you don't 
know, because very few fellows do know 
and if they do, they don’t remember for 
long, but if you will permit me to look 
at your contracts for just a few mo. 
ments, I will take the necessary data 50 
when I get to the office I can determine 
the exact pension power of the life jn. 
surance you now own. 


Erase Two Greatest Hazards 


“Supposing that it were possible for 
you to find a plan that would permit 
you for all time to erase from your life 
the two greatest hazards known to man, 
it would be interesting, wouldn't it? 
When I say the two greatest hazards, 
I mean, first, the hazard of living too 








sent it. 


tion. 








For fifty-two years, the National 
Association of Life Underwriters has 
played a most important part in build- 
ing prestige for the institution of life 


insurance and for the men who repre- 


So it is, then, that Guarantee Mu- 
tual Life's agency building plan slogan 
"BUILDERS OF MEN" is applicable 


to that great life insurance organiza- 


A. B. OLSON, Agency Vice-President 


GUARANTER MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 
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jong. .There are men and women you 
jnow that all during their lifetimes they 
have been the men that the Community 
Fund, the Salvation Army and all the 
rest of them go to for donations, still 
in the sunset years, the years that should 
be the finest years, through no fault of 
their own, but perhaps because of con- 
ditions that were beyond their control, 
they find themselves dependent on 
friends, relatives or charity. And that is 
the greatest hazard in the world. 


May Die Too Soon 

“Now, the second greatest hazard is 
the hazard of dying too soon, taking 
you out of the picture prematurely, be- 
fore you have an opportunity to do a 
lot of the things that you plan on doing 
for that family of yours if you live. 

“Supposing, just supposing, that it 
were possible to find a plan that would 
eliminate the two greatest hazards that 
ever existed, that ever confronted man- 
kind, erase them from your mind from 
here on out, wouldn’t it be a wonderful 
proposition? It would certainly be a 
grand situation, would it not, just so 
that we could mark them out? What 
would it be worth to you? I know it 
would be worth plenty; it would be 
worth everything. But what I am saying 
to you is, how much could you put into 
it, over and above what you are saving 
today, if a plan like that were possible? 
You think you could put in $50 a month, 
do you? I don’t know that you can find 
a plan, but you feel that you could save 
$50 a month if you could find that plan, 
do you? All right, sir. 


Arranges for Examination 


“Before we do anything else, I am 
going to call the man with the little 
black bag, and if you can qualify, I will 
take your qualifications with the infor- 
mation I have, and in the course of the 
next week or ten days I will give you 
aring and make an appointment so that 
Mrs. Prospect and you and I can sit 
down and go through the results of my 
findings.” 


Our New 


Provides — 


2—Selection 








Kiwanians Hear 
C. J. Zimmerman 


Chas. J. Zimmerman of Chicago, gen- 
eral agent of Connecticut Mutual and 
past president of the N. A. L. U., ad- 
dressed a capacity turnout of the Ki- 
wanis Club Monday noon. He went 
immediately to the luncheon from the 
National Council meeting after giving 
a talk there on the agency practices 
agreement. Mr. Zimmerman was in top 
form before the Kiwanians and he 
stressed the record of insurance through 
depression, war and epidemic. About 10 
N. A. L. U. leaders from other cities 
who are Kiwanians attended and were 
introduced. They included Horace Rus- 
sel Smith, Jefferson Standard, Houston, 
chairman of the N. A. L. U. credentials 
committee, and Thurman Taylor of 
Southeastern Life in Durham, N. C. 

Mr. Zimmerman’s appearance was one 
of the features of a public relations 
nature that were arranged by the com- 
mittee of which Chas. H. Wible, Union 
Mutual general agent, is chairman. Dur- 
ing the week a number of insurance 
leaders are appearing before Cincinnati 
civic and luncheon groups. 


Morgenthau Lauds Defense 
Aid of National Association 


President Harry T. Wright received 
a letter Monday from Henry Morgen- 
thau, Jr., Secretary of the Treasury, 
expressing appreciation for the assist- 
ance of the National association in the 
defense bond campaign. The letter says: 

“IT am delighted with the expression 
of cooperation with the defense program 
made by the life insurance field men of 
the United States. The resolution you 
passed at your midyear meeting last 
spring, followed by the appointment of 
a Life Underwriters Committee for Na- 
tional Defense Savings, indeed indicates 


ARROW of GOLD POLICY 


1—Low cost protection at less than 
term rates. 


of any renewal period 


(not less than five). 


3—Renewal privileges any number of 
times until age 60. 

4—Final renewal to age 70 (selection 
period ends at age 60). 

5—Conversion privileges any time un- 
til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 


Assurance Company 
MONMOUTH, ILLINOIS 


Exceptional General Agency contracts in the states of Ilinois, 
Iowa, Indiana, Ohio, Missouri and Kansas 


———— 
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your willingness to coordinate the activi- 
ties of America’s field men with the sale 
of national defense bonds and stamps. 

“T am told that during World War I, 
the members of your association sold 


over one billion dollars’ worth of Lib- w 


erty Bonds. This certainly indicates that 
our present defense bond drive should 
find willing and experienced help in the 
life underwriters of the country. 

“In this Defense Savings effort sys- 
tematic and continuous purchasing is a 
most important part of the plan. It is 
my understanding that your representa- 
tives plan to cooperate with the defense 
savings committees, with particular em- 
phasis on the payroll allotment plans. 
This will be of great value. 

“Please convey to the members of the 
National Association of Life Underwrit- 
ers my congratulations and thanks for 
their unselfish and patriotic devotion to 
their country that is being shown by the 
activities of the Committee for National 
Defense Savings. I hope that in the 
coming months we may hear much more 
of that committee, and its state and local 
subsidiaries.” 





W. M. Rothaermel, vice-president in 
charge of agencies, and Jens Smith, 
assistant supervisor of agencies, are 
representing the Pacific Mutual Life’s 
home office. 





Hartshorn’s Manager IIL 
Moynahan Takes Over 


John Thompson, Connecticut Mutual, 
Hartford, who is campaign manager for 
. W. Hartshorn, Metropolitan Life, 
Hartford, is recuperating from an attack 
of typhoid and could not make the trip. 
Hence John D. Moynahan, Metropolitan 
Life, Chicago, took over the electioneering 
for Mr. Hartshorn. 


Bethea, Camps Fly from N. Y. 


Osborne Bethea, Penn Mutual, and 
Manuel Camps, Jr., John Hancock, 
made the trip from New York by plane, 
arriving Sunday morning. Mr. Bethea, 
as chairman of the managers program 
committee, desired to be on the scene 
early. 


Third Cincinnati Convention 

This is the third time that Cincinnati 
has entertained the National association, 
the previous conventions having been 
held here in 1902 and 1914. Chicago, 
which has had four national conven- 
tions, is the only city with a better 
record. Other three-timers are Boston, 
Detroit and St. Louis. 
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When as a youth George Nixon Briggs 
(founder and first president of the Berkshire 
Life) returned to his home among the Berk- 
shire hills over a century ago, his mind 
teemed with ideas and a desire to study law. 

He was able to accomplish this desire 
through the assistance of an elder brother, 
who died shortly afterwards, leaving a widow 
and four infant sons in an impoverished con- 
dition. The responsibility of caring for them 
fell to young Briggs, and this brought forcibly 
to his mind the great need for life insur- 
ance. On this idea he pondered for several 
years. 

From a humble beginning, as a Berkshire 
blacksmith's son, Briggs rose to become a 
successful lawyer, six times member of Con- 
gress, and seven times Governor of the Com- 
monwealth of Massachusetts. 

In the year 1850, when his last term was 
drawing to a close, Governor Briggs con- 
sulted on his favorite topic with Elizur Wright, 
father of American life insurance. On May 

















15th of the following year the Berkshire Life 
was born. 

Credit for growth and development during 
the past 90 years belongs to many people— 
to the men and women, past and present, 
whose loyalty, ability and industry have 
served the Berkshire so well. In this, our Anni- 
versary year, the efforts of this loyal group 
have resulted in the greatest single yearly 
increase of business in the annals of the 
Company. 

We believe today, as did our founder, that 
life insurance is a business to be operated on 
sound principles; that change is inevitable to 
progress, so long as the fundamental prin- 
ciples which give consistency of purpose to 
the organization continue to remain un- 
chonged; that each policyowner should be 
served to the utmost with all we have to offer 
in every department of our business. 

It is on the past, of which we are justly 
proud, that we of the Berkshire base our con- 
fidence in the future. 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 





FRED. H. RHODES, President 





PITTSFIELD, MASS. 
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Seminar Sessions Stimulating 


(CONTINUED FROM PAGE 37) 


man in a slump is to talk about the pur- 
poses he has, a new home, education of his 
children, etc., and in that way get him 
back on the track. “We all know what we 
ought to be doing,” he said. “We’re just 
not doing it.” 

Mr. Haas told of the case of one agent 
in a slump whom he asked to supply a 
list of 300 or 400 names to whom could 
be sent a prestige-building letter, listing 
the high spots of his previous achievements. 
The letter stated that he was “on the way” 
to attendance at his company’s convention 
at Colorado Springs. In a day or two 
nearly every one this man would meet be- 
gan to congratulate him on having qualified 
for the convention. That put him on the 
spot and he had to live up to it. 

H. E. Rampmeier, Ohio National, De- 
troit, told of an agent who had developed 
poor work habits and spent most of his 
time calling on his friends and talking 
about the past. He did cold canvass with 
the man, improved his technique in making 
approaches and got him going again. 


Finest Bunch of Agents 

Mr. Baumann said the reason he was 
there was because his agents, “the finest 
bunch of agents you'll find anywhere,” sent 
him. He has in his agency an organiza- 
tion known as “the pack mules.” He has 
done considerable community and associa- 
tion work and whenever anything of this 
kind comes up, such as his election as 
president of the Texas Association of Life 
Underwriters last year, he asks this group: 
“What do you want us to do about it?” 

On an agent’s wedding anniversary, he 
takes flowers to the agent’s wife instead 
of sending them, tells her her husband is 
doing a good job and how much he appre- 
ciates the aid she is giving him. On an 
agent’s birthday, he asks the man to spend 
the day with him and they will do what- 
ever the agent wants to do. If the agent 
should want to go out after some business, 
Mr. Baumann has a good chance to build 
up the agent with his prospects or policy- 


holders. “You can’t manufacture morale,” 
he said, “Morale must be in your heart.” 

Henry Barnhurst of Syracuse stressed 
the wife’s influence on the agent and said 
it is necessary to understand her problems. 
He said that morale begins first in the 
home and second in the office. Elmer 
Beezley of the same city strongly seconded 
Mr. Barnhurst and told of the work his 
wife had done with the wives of agents. 
In further comments on that subject, they 
were referred to as the “boys from Syra- 
cuse.” 

Mr. Coffin summed up the ideas that had 
been presented and gave as a recipe for 
building morale to “do the things you 
would like to have done to you.” He 
stressed that it is the little things that count 
and said the trend now is to judge a gen- 
eral agency more by its morale than by 
how much business it writes. If that is 
good, production, conservation and organi- 
zation will swing into line. 

In the voting on the best idea presented, 
Mr. Baumann was selected by a wide 
margin. 


W. H. ANDREWS, JR. 


The seminar of William H. Andrews, 
Jr., general agent for Jefferson Standard 
at Greensboro, N. C., started with a talk 
by William A. Arnold, II, general agent 
for Penn Mutual, who gave eight items 
on building morale used in his agency. 

With the new man he sends out 250 
letters to a list of acquaintances of the 
agent and also makes a newspaper an- 
nouncement of the new man’s connec- 
tion. 

Whenever a new man becomes presi- 
dent of the association or wins a prize, 
that is announced either in the news- 
papers or in the agency bulletin. An- 
other method of building prestige is the 
Honor Corps, to attain which a man 
writes five lives in a month or $20,000 
of business or four applications, one of 
which is for $5,000. Whenever a new 
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HEAD OFFICE 


Greetings! 


NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS, on the occasion of its 52nd Annual 
Convention, the Manufacturers Life Insurance Company 
extends cordial greetings; and expresses the sincere wish 
that this meeting may provide as abundant inspiration to the 
Life Underwriting Fraternity as have those of other years. 


elt is a privilege to be aligned with an Association so 
patently anxious to maintain its ethics and ideals on such a 


e Company-wise it is gratifying to support an organization 
whose motive is to cultivate the general good of the business 
by furthering the parallel interests of the Policyholder, the 
Underwriter and the Company. 


e We pay tribute to the work of the Association and express 
the hope that the years ahead may see the Association 
strengthened to bear enlarged responsibilities. 


Established 1887 
THE 


MANUFACTURERS LIFE 
INSURANCE COMPANY 


INSURANCE IN FORCE, 6044, MILLION DOLLARS 
(INCLUDING DEFERRED ANNUITIES) 


ASSETS, 190 MILLION DOLLARS 


TORONTO, CANADA 





man does an outstanding job Mr. Arnold 
sends his name to the home office for 
inclusion in the company house organ— 
for example, a man who wrote 10 
policies in one family or wrote a man for 
17 policies over a period of years. 


Sends Men to Home Office 


Again, Mr. Arnold sends five men to 
the home office for two days for doing 
outstanding work. Each six months Mr. 
Arnold prepares an agent’s analysis 
book, which he discusses carefully with 
each agent for his strengths and weak- 
nesses. 

Additional discussions were made by 
Dewey R. Mason, general agent for the 
Aetna at Syracuse, N. Y.; by Howard 
H. Cammack, general agent for John 
Hancock at Charleston, W. Va., and by 
Louie Throgmorton, general agent for 
Aetna at Shreveport, La. 

C. Preston “Pep” Dawson was to have 
talked but is not in attendance at the 
convention because of a cold. In his 
stead, J. Marshall Holcombe, Jr., man- 
ager of the Sales Research Bureau at 
Hartford, spoke on “Team Spirit— 
Making the Agents a Part of the Agency 
and Getting Them to Help the General 
Agent Set the Rules and Run the Office.” 

The third speaker was George E. 
Lackey, general agent for Massachu- 
setts Mutual in Detroit, who talked on 


“Using Professional Skill.” He has the 
unique distinction of having developed 
seven million dollar producers and 4 
C. L. U.’s and having never misseq , 
convention of the Million Dollar Roun4 
Table. 

_Mr. Lackey suggested that profes. 
sional skill as learned by potential lay. 
yers and doctors could be learned th 
same way by life underwriters; that he 
found it necessary to constantly Practice 
and use his professional skill in sell 
life insurance so that he never asked , 
man to do something he could not do 
himself. 


Points to Tax Exemption 


Mr. Lackey suggested that for men 
of means there was a $160,000 exemption 
from federal estate tax. He has the 
wife apply for an additional $40,000 on 
the life of the husband. 

Ben H. Williams, sales director for 
Southwestern Life, told of the operations 
of his company in building prestige for 
the agent. Schools are held periodically 
covering a period of three years. South- 
western Life has 1,800 salary saving; 
franchises and has a bank plan whereby 
the bank collects the premium and sub. 
mits it to the company. Southwestern 
Life does a good deal of newspaper 
advertising. They have in their home 
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The officers of this company ap- 
preciate your splendid help and in- 
fluence in making Life Insurance the 
symbol of financial independence. 


We constantly encourage member- 
ship on the part of our agents, and 
many of them are attending this 


When you meet an Indianapolis 
Life Man, you will find him well- 
informed, ethical and friendly. 
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office a picture and mat of every agent. 
So that no older men can be a bad 
walking advertisement they have a re- 
frement plan. Southwestern Life with 
390 men in 10 agencies does about 
$50,000,000 a year. 


Decide Contest Rules 

Kenneth Conrey, general agent for Penn 
Mutual in Pittsburgh, said that each of 
his units decide the rules of any contest 
he holds. The agents lay down the rules 
and he follows them. 

Frank C. Wigginton, agency manager 
for the Bankers Life in Pittsburgh, fol- 
lows the same procedure in that his own 
agents get up campaigns and contests 
and the rules for him to follow. 


Provide Flow of Work 

A. R. Jaqua, Diamond Life Bulletins, 
spoke on “Providing Agents with a 
Flow of Work Through a Prospect 
Bureau,” and said that the operations of 
Penn Mutual are an outstanding ex- 
ample of company and agency work in 
this line. With a narrow market a pros- 
pect bureau to provide agents with 
ample places to go is more necessary 
than ever before. Mr. Jaqua was chosen 
to represent the seminar at the after- 
noon meeting of the general agents. 

Additional comments on the necessity 
of prospecting were made by John Ram- 
say, general agent for the Connecticut 
Mutual in Newark, Eric Johnson, vice- 
president of Penn Mutual, and O. P. 
Schnabel, general agent for Jefferson 
Standard in San Antonio. 


Substitute for Burroughs 
Louis Behr, Equitable Society, Chi- 


' cago, and Walter Hiller, Penn Mutual, 
Chicago, who have prepared a joint 
sketch, have been substituted on the 
Million Dollar Round Table Hour Thurs- 
' day morning for R. P. Burroughs, Na- 
tional Life, Manchester, N. H., 
was originally scheduled. 








who 


Morale Building Keystone 


to Agency Management 
(CONTINUED FROM PAGE 8) 


Moore, State “Mutual; group 2, Colum- 
bus, received by Fritz Lichtenberg, 
Massachusetts Mutual, and group 3, 
Cedar Rapids, Ia., Oscar A. Anderson, 
Equitable of Iowa. In each group the 
cup must be won three times to retain 
permanent possession. 

A special cup also was offered for the 
country as a whole, which was won by 
Los Angeles, winner for the third time 
last year of the old cup. Russell Hoghe, 
Equitable of Iowa, was on hand to re- 
ceive it, but the chairman announced 
that it had been slightly damaged in 
shipment and that actual delivery would 
have to be made later. 

Certificates also were awarded to asso- 
ciations which had made outstanding 
records on certain of the eight points 
on which the cups were awarded. They 
were: Group 1, Cincinnati, Dallas, Pitts- 
burgh and Los Angeles; group 2, Buf- 
falo, Hartford, Portland, Ore., Richmond 
and Salt Lake City; group 3, Cedar 
Rapids, Chattanooga and Hamilton, Ont. 

All of these presentations were made 
by Clifford H. Orr, National Life of 
Vermont, Philadelphia. 


Awards for Magazine Articles 


C. W. Wyatt, John Hancock, Boston, 
presented electric clocks to the writers 
of the prize winning articles in the Man- 
ager’s Magazine, W. Florer, Aetna 
Life, Grand Rapids, Mich., and W. 
Furey, Berkshire Life, Pittsburgh. Re- 
prints of the articles were distributed. 
Mr. Florer flew to Cincinnati to receive 
his award and had to take another plane 
pace to Grand Rapids only a few hours 
ater. 

At the opening of the session Chair- 
man Andrews spoke briefly on the im- 
portance of morale, and Mr. Bethea, who 
presided, on the need for getting geared 


up for maximum results. C. J. Zimmer- 
man, Connecticut Mutual, Chicago, was 
given high acclaim for his presentation 
of morale as the keystone of the agency. 
He said in opening his talk that when 
his assignment on the program was re- 
ceived at his office, he was out of town. 
His secretary wired him that he was to 
speak on “agency morals,” and he said 
he was somewhat disappointed when he 
found that title was incorrect. 
Following his address, the managers 
split up for the four seminar sessions. 


Status of Agents’ Compensation 


At the opening of the afternoon session, 
President Harry T. Wright of the National 
association gave some of the highlights 
of the work of the Linton committee and 
some comments on the status of the effort 
to put agents under the social security 
law. Ray Hodges, Ohio National, Cincin- 
nati, chairman of the committee on agents’ 
compensation, also spoke of the progress 
on the four-point program, with particular 
respect to the effect on the general agent. 
He said there can be no change in the 
agent’s compensation without having an 
effect on the general agent and that while 
that matter has not been reached as yet, 
the general agent is not the “forgotten 
man.” He said the committee will not be 
satisfied with any half-way job in that 
respect. He also spoke briefly as general 
chairman of the convention committee on 
what the Cincinnati people have been doing 
and the plans for the convention proper. 

D. Gordon Hunter, vice-president Phoe- 


R. nix Mutual, for the past three years chair- 


man of the company committee on agency 
practices, spoke on “Agency Practices and 
Agency Morale,” comparing conditions 
today with what they were when he en- 
tered the business and reviewing the 


. progress made. 


Then came the “Four Keystones,” 
selected as the ones who presented the best 
ideas at the seminar sessions. They were: 
M. Jay Ream, Mutual Benefit Life, Pitts- 


Many C. L. U. Activities 
Are Scheduled 


Directors of the American Society, 
C. L. U., held a luncheon session Tuesday 
that ran throughout the afternoon. Twelve 
of the 20 directors were present and the 
group was augmented by David McCahan, 
secretary of the American College, and 
John P. Williams, director of the educa- 
tional advisory department. Benjamin Alk, 
Penn Mutual, New York, the retiring 
president, presided. A number of reports 
were heard, including those of Treasurer 
E. A. Krueger of Indianapolis and J. H. 
Reese, Penn Mutual, Philadelphia, who 
heads a joint committee on publicity and 
public relations of the American College 
and American Society. 

Wednesday noon the annual business 
session of the American Society was held 
at which the mail vote election of the 
new officers, headed by John D. Moynahan, 
Metropolitan, Chicago, was confirmed. 

The big C. L. U. hour at Cincinnati 
comes Thursday evening when the annual 
conferment exercises are held. In the past 
the exercises have taken place at the 
Thursday morning general session, but 
this year the ceremonies have been given 
a place of more distinction and they are 
likely to prove most impressive. 








burgh; A. R. Jaqua, Diamond Life Bulle- 
tins, Cincinnati; Jul B. Baumann, Pacific 
Mutual, Houston, and Ralph W. Hoyer, 
John Hancock, Columbus. They were 
presented with portable radios. 

John Marshall Holcombe, Jr., Sales Re- 
search Bureau, summarized the ideas devel- 
oped during the day. 

The concluding speaker, Vernon E. 
Vining, sales manager Proctor Electric 
Company, Philadelphia, provided some of 
the best entertainment afforded during the 
convention and interspersed some good 
sales philosophy through his stories and 
witty remarks. 
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Service Training Program 
for Life Agents Planned 


(CONTINUED FROM PAGE 6) 


meetings, how often, whether they could 
use a speaker on the institution of life 
insurance and if so, when. The state 
association received 299 requests from 
these cards and 123 talks were given. 
Mr. Hedges said in that connection that 
it did not fully meet the possibilities of 
the situation in that connection. In 
addition there were 200 showings ot 
Institute films, 28,767 students being 
reached in all. A skeleton outline was 
prepared for each speaker. Students were 
asked to fill out a questionnaire, which 
gave evidence of the value of the work. 
In the larger cities it has been found 
more advantageous to have the talks 
before certain classes instead of at as- 
semblies. Permission has just been ob- 
tained for appearances of this kind in 
Kansas City and all the high schools 
there will be contacted the coming year. 
Mr. Hedges also spoke of the use of 
the three-step program in Kansas City. 
For the first course on fundamentals, 
for which an attendance of 100 or 125 
was expected, 240 took the course and 
221 were awarded diplomas at a banquet 
held at its conclusion. The association 
now is getting things in readiness for 
the second step. A mass meeting open 
to all life insurance men is to be held 
Sept. 27, with an attendance of 600 to 
800 expected, and it is believed that the 
matter of enrollment for the new course 
will be taken care of at that meeting. 


Roberts Tells of New Text 


Roy Ray Roberts of Los Angeles, who 
has devoted much time and effort to 
that subject, said there should be a place 
in every school curriculum for life 
insurance, but that it is a difficult matter 
to get it. In the University of Southern 
California school of business there is 


now a required course on “Money Man- 
agement” which gives considerable at- 
tention to life insurance. The adult 
consumers education division also is 
teaching it. 

However, it is necessary to teach 
the teachers in that subject, and it is 
necessary to have something to teach 
them. He said there is a good text, “Facts 
About Life Insurance,” but it is rather 
too technical for secondary schools. A 
solution apparently has been reached 
with the plans for rewriting the life 
insurance section of a popular text on 
consumer economics, which will have a 
preface by Dr. S. S. Huebner. Mr. Rob- 
erts said the trustees approved this 
project at their meeting this week. As 
a result, he predicted that the study of 
life insurance will be a required course 
in most high schools within the next 
year. 


H. G. Mosler to Great Lakes 


Henry G. Mosler, member of the Mil- 
lion Dollar Round Table, who was for- 
merly with Massachusetts Mutual at Los 
Angeles, but for the past year or so has 
been engaged in important naval service, 
with the rank of lieutenant commander. 
at Washington, was able to attend the 
sessions. He just got orders of transfer 
to the Great Lakes Naval Training Sta- 
tion near Chicago. 


Pacific Mutual Gathering 


The executive committee of the Pacific 
Mutual General Agents Association, 
numbering eight, held a session in Cin- 
cinnati Sunday. Walter Albachten, De- 
troit, is chairman, and Carroll C. Day, 
Oklahoma City, is president of the 
association. On hand from the home 
office were Vice-president W. M. Rot- 
haermel and Manager of Agencies Jens 
Smith. 
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Greetings 
TO THE N. A. L. U. 


Congratulations on an- 
other year of outstanding 
service to the institution 
of life insurance, and our 
sincere good wishes for a 
memorable convention at 
Cincinnati. 


Grant Taggart, official 
delegate, brings to you 
personally our cordial 
greetings. 
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Our Congratulations .. . 
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HARRY T. WRIGHT 


and our compliments include 
all who helped you make your 
year as National Association 
President one of outstanding 


accomplishment. 
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Seek Uniformity for State Setup 





(CONTINUED FROM PAGE 10) 
benefiting its members they don’t care 
what they are charged. If it hasn't, they 
are paying too much, no matter what the 
dues are. 4 ; : 

A. E. McKeough, Occidental Life, Chi- 
cago, president Illinois association, said 
that in spite of the preponderance of mem- 
bership in Chicago, it takes the presidency 
of the Illinois association only once in 
three years. Harold Saul, John Hancock, 
Los Angeles, California president, said the 
presidency there is alternated between the 
northern and southern sections. 


Storer Describes Purdue Plan 

Horace Storer, Bankers Life, Indianapo- 
lis, president Indiana association, was asked 
to describe the Purdue school plan, which 
had been reviewed at the national council 
meeting by Homer Rogers. He said it is 
possible through that plan to reach some 
men who are not reached by the local 
associations and that it will do the train- 
ing job for new men more cheaply than 
the general agent can do it himself. 

Mr. Saul described the caravan plan 
used in California. These caravans are 
arranged by the Los Angeles and San 
Francisco associations. Three or four 
picked speakers are secured to appear on 
programs staged in outlying cities, usually 


| where there are local associations. Those 


associations usually secure good publicity 
and provide representative attendance. The 
general agents or managers who have 
branch offices in the towns to be visited 
usually join the caravan and often many 
others. The local associations are deeply 
appreciative of the visit. They make it the 
occasion for a membership drive, inviting 
prospective members to show them that 
membership is really worthwhile. The 
plan has been especially successful in Cali- 
fornia, Mr. Saul said, because the state 
association has no sales congresses and no 
sales material at its annual meeting. 


Must Earn the Dues 

J. C. Hardin, Kansas City Life, Roa- 
noke, Va., suggested that the state asso- 
ciation in order to deserve the support 
and earn the dues of the local units must 
contribute something of value to the 
local associations. 

Homer Rogers, Equitable Society, In- 
dianapolis, told how the life insurance 
people have identified themselves effec- 
tively with the insurance federation and 
at a cost of only $100 a year. 

John Witherspoon, John Hancock, 
Nashville, N. A. L. U. vice-president, 
said distinction should not be drawn as 
to the service and function of the na- 
tional, state, and local associations. Each 
is devoted to the welfare of the policy- 
holder and the institution of insurance. 
There should be unity of objective. 

, E. Rutherford, Penn Mutual, Seat- 
tle, national trustee, spoke briefly. 


Wisconsin Plan Described 

President Wheeler of the Wisconsin 
State association, who is general agent 
at Madison of Mutual Benefit, said in 
order to popularize the state organiza- 
tion the directors each month hold their 
meetings with officers of different local 
associations and bulletins are published 
covering the work of the national and 
State associations. He told of the deal 
that the association has worked out 
under the George-Deen act to provide 
life insurance education in the state. This 
1s a federal grant similar to the WPA. 
A circuit, full-time teacher has been 
employed to give instruction in life 
Msurance in the vocational schools 
throughout the state to men_ presently 
engaged in life insurance. He is pre- 
Pared either to give elementary or 
. L. U. courses. He said great things 
are expected of this project. 


Message Sent to Douglas 
On motion of Jul Baumann, a mes- 
Sage was sent to O. D. Douglas, Lincoln 
ational, San Antonio, national trustee, 
ba was absent on account of illness. 
N motion of John Witherspoon, the 
group gave a sendoff to Chairman 
chaeffer, 
Ol R. Burnham, Great Southern Life, 
ahoma, who said a meeting is to be 


held there about Oct. 1 to organize a state 
association, asked for some suggestions 
regarding the handling of its work and 
particularly legislative matters, as it will 
have only about 450 members and a budget 
of $450 on the basis of $1 dues. He was 
advised that a man in the state capital 
should be named as legislative chairman 
and should be able to call in assistance 
when needed. 


Chart of Pennsylvania Setup 


Frank C. Wigginton, Bankers Life, 
Pittsburgh, president Pennsylvania asso- 
ciation, distributed a chart which has been 
prepared showing the setup there and ex- 
plained it briefly. The officers include 
president, counsel, secretary-treasurer and 
assistant secretary, with an executive com- 
mittee of five, distributed geographically 
over the state. The feature to which he 
called especial attention was that there 
are three vice-presidents, for the eastern, 
central and western sections, each having 
supervision of certain associations, divided 
so that each has about the same number 
of associations and members. Quotas are 
assigned for each district. The presidency 
is alternated among the three districts. 
Mr. Wigginton said he believes, at least 
so far as Pennsylvania is concerned, that 
the main function of the state association 
is legislation, although he said that the 
fact that there are so many old, well- 
organized associations there possibly makes 
less promotional work necessary than in 
some other states. 


Dinner for Travelers Men 


Travelers has established headquarters 
at 2222-2224 Netherland Plaza, in charge 
of H. W. Anderson and Thomas W. Cole, 
assistant superintendents of agents, and 
Richard Buck, agency secretary. A recep- 
tion and dinner for Travelers men in at- 
tendance at the convention will be given 
at 6:30 p.m. Wednesday at the Nether- 
land Plaza. 


Furey Supporters 
Display Patriotic Colors 





There appeared on the scene Monday 
attractive young ladies who engaged in 
buttonhole work in behalf of W. Rankin 
Furey, Berkshire Life, Pittsburgh, can- 
didate for trustee. To the buttonholes 
were attached red, white and blue em- 
blems, and to the wearer was handed a 
card reading “Wear Your Colors for 
American Life Insurance, an Investment 
in Freedom. Similarly, wearing these 
colors will signify that you are support- 
ing ... W. Rankin Furey, a real Ameri- 
can who supports and stands for all that 
is finest in life insurance.” 

R. Maxwell Stevenson, National Life 
of Vermont; Roger A. Clark, North- 
western Mutual; F. W. Ries, Jr., Canada 
Life, and Steacy E. Webster, Provident 
Mutual, headed more than 30 Furey 
backers from Pittsburgh. 


Smith Credentials Chief 


Inasmuch as Lee Wandling, Equitable 
Society, Wichita, who was originally ap- 
pointed chairman of the credentials com- 
mittee, later was named chairman of the 
nominating committee, President Wright 
on Monday named Horace Russel Smith, 
Jefferson Standard Life, Houston, to head 
the credentials committee. Chairman Smith 
and his fellow committeemen have had a 
busy time the past two days checking the 
papers of those who are entitled to vote 
at the election session of the national 
council Thursday afternoon. 


Davenport Well Represented 


The Davenport, Ia., delegation num- 
bered over 15. S. W. Sanford, Pruden- 
tial, president of the Davenport C. L. U. 
chapter; Paul C. Otto, Connecticut Mu- 
tual, state committeeman, and Merle 
Van Epps, Mutual Life of New York, 
state vice-president, drove the 450 miles 
from Davenport. 


With Calemeter New 
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CALEMETER Direct Mail PROS- 
PECTING AIDS—we present a 
Bigger, Better, more diversified va- 
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and life insurance plans. Your 
short cut to a steady flow of profit- 
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Get This New Portfolio — 
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Endless Chain Prospecting Cards; (4) Edu- 
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motivating pictures that tell and _ sell 
SPECIFIC NEEDS and the PROGRAMMING IDEA 
of life insurance. Focused around Cale- 
meter and the easy, up-to-date, Coin- 
A-Day way of building up an adequate 
insurance program. 


SPECIAL OFFER — SEND TODAY 


The complete portfolio—‘‘MORE 
BUSINESS” is sent to you without cost 
with your sample order for one 
ESTATER CALEMETER BANK at the 
special sample price. 
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For the portfolio itself, send 25c in coin 

or stamps. 
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Dramatic Stunts Add to Thrill 


(CONTINUED FROM PAGE 5) 


which drew a large attendance of insur- 
ance folk. 

Wednesday evening promises to be a 
brilliant period. Dozens of company din- 
ners are being held and then comes the 
President’s reception and ball, which is a 
colorful social event. 

In addition to the two regular main 
convention sessions Wednesday there was 
the annual business luncheon of the Ameri- 
can Society C. L. U. and in the afternoon 
was the meeting of the supervisors session 
at which Eric Johnson, vice-president of 
Penn Mutual, was the featured speaker. 

The opening of the first session of 
the convention was, as usual, staged in 
a colorful setting. 

The stage was set to represent an 
airport, with a big airliner in the back- 
ground, from which the officers and 
trustees appeared, each being announced 
as he emerged from the plane. They 
were greeted by members of the Cin- 
cinnati committees, while newspaper 
photographers snapped the various dig- 
nataries to the accompaniment of a bat- 
tery of flashlights. They were also given 
a musical greeting by the Orpheus Club 
of Cincinnati and Smittie’s band. 


Mayor Heads Welcomers 


Mayor Stewart of Cincinnati 
leader of the welcoming crowd. 
A radio interview with President 
Harry Wright was conducted at the 
airport. Then the curtain dropped, as 
the group left for Taft Auditorium. 
Warner C. Wilson, 
Guardian Life, gave 
a welcoming talk as 
president of the 
Cincinnati host as- 
sociation. Judd C. 
Benson, Unton Cen- 
tral, who extended 
‘tthe invitation of 
Cincinnati last year 
at the Philadelphia 
convention, spoke 
words of greetings. 
He said six Ohio 
companies contrib- 
uted greatly toward 
providing entertain- 
ment—Columbus Mutual, Ohio State, 
Midland Mutual, Union Central, West- 
ern & Southern and Ohio National. 
Mayor Stewart was the next greeter. 
He made a great hit with some humor- 
our thrusts. He gave insurance a big 
sendoff, praising its contribution to 
perpetuation of the American system. 
He entertained the crowd with a series 
minutes. He 


was 





W. C. Wilson 


of stories for about 25 
received a hearty ovation. 


Greetings from Organizations 

The next feature was greetings from 
other insurance organizations. The 
spokesmen were F. H. Haviland, vice- 
president of Connecticut General Life, 


for the Association of Life Agency 
Officers, of which he is president; 
Julian Price, president of Jefferson 


Standard Life, as president of the Amer- 
ican Life Convention, and H. O. Wright, 
Monarch Life of Canada, Saskatoon, 
Sask., for the Canadian Life Underwrit- 
ers Association, of which he is presi- 
dent. All the greetings were very brief, 
because the meeting was running behind 
schedule. 

President Harry T. Wright in his 
annual address reviewed the work of 
the past year, paying high tribute to 
the various committees and to the other 
officers of the National association. He 
touched on a number of the important 
problems of the day, decrying moves 
for additional taxes on life insurance, 
warning that care should be taken in 
any effort to put agents under social 
security, lauding the progress made to- 
ward settlement of the problems of 
agents’ compensation and the elimina- 
tion of unfit agents. 


Hawkes Gives Stirring Message 


Albert W. Hawkes, president of the 
U. S. Chamber of Commerce, gave a stir- 
ring message in which he called upon life 
insurance management to seek common 


cause with the policyholders in preserving 
the system of free enterprise. 

James E. Rutherford, general agent for 
Penn Mutual at Seattle and a national 
trustee was the concluding speaker 
Wednesday morning. He is a great favor- 
ite and his presentation at Cincinnati drew 
prolonged applause. 

At the afternoon session with Secretary 
Grant Taggart presiding, five strong 
speakers addressed themselves to the sub- 
ject “They Don’t All Buy Fifty Thou- 
sand.” 

A fact finding approach was presented 
by Lowell P. Schwinger, Waterloo, Ia., 
district agent Northwestern Mutual Life. 
He presented his talk in conversational 
form in the form of an approach to a 
prospect, making an analysis of the 
prospect’s needs and suggesting a step 
by step program for taking care of 
them. 

Emphasis on skill rather than law of 
averages is the key to successful selling, 
Easley R. Blackwood, Indianapolis man- 
ager Metropolitan Life, brought out in 
a talk in which he deflated the idea that 
an agent can get so much business by 
making a certain number of calls. 

In stressing the imperative need for 
a planned sales procedure such as the 
11 point program which he outlined, 
Robert E. Shay, Minneapolis manager 
Bankers Life of Iowa, placed great 
emphasis on the need of not only know- 
ing what to do but of doing something 
about it. Definite work habits conserve 
time and an agent’s success depends 
upon how well his time is spent, he 
declared. 

Many interesting and instructive in- 
cidents in his sales career were brought 
out by C. C. Hunnicutt, Knoxville man- 
ager National Life & Accident. He is 
an exponent of friendly selling and feels 
that the sale is easiest when the agent 
acquires a friend first and a_ policy- 
holder second. 

Sandwiched in between numerous sto- 
ries and anecdotes, Francis G. Bray, 
Houston general agent New England 
Mutual Life, developed the need for a 
fighting heart in selling life insurance. 
The man with the fighting heart has a 
consuming ambition, perseverance, and a 
desire to succeed as a salesman. With- 
out this an agent cannot succeed even 
though he has all the available knowl- 
edge about life insurance, he declared. 

The final feature Wednesday afternoon 
was the staging of the playlet “John Q. 
Agent, Esq.” This drama was written by 
C. H. Orr, National Life, Philadelphia, 
and directed by R. R. Dearden, president 
United States Review of Philadelphia. 
Mr. Dearden directed this play for the 
first performance by the Philadelphia as- 
sociation at a meeting last spring and has 
been its director ever since. He staged 
the same play for the Penn Mutual con- 
vention with an all Penn Mutual cast. 


Many Past Presidents 


John Dolph, Metropolitan Life, Wash- 
ington, D. C., who served in 1904-5, was 
the dean of the past presidents in attend- 
ance. Others on hand for the opening 
session included C. Vivian Anderson, 
Provident Mutual, Cincinnati; J. Stanley 
Edwards, Aetna Life, Denver; Julian S. 
Myrick, Mutual Life, New York; T. M. 
Riehle, Equitable Society, New York; 
Graham C. Wells, United States Life, 
New York; Frank L. Jones, Equitable 
Society, New York; Holgar J. Johnson, 
Institute of Life Insurance, New Ycrk; 
C. J. Zimmerman, Connecticut Mutual, 
Chicago; George E. Lackey, Massachu- 
setts Mutual, Detroit; E. J. Clark, John 
Hancock, Baltimore; S. T. Whatley, 
Aetna Life, Hartford; A. E. Patterson, 
vice-president of Mutual Life, and Paul 
F. Clark, vice-president of John Hancock. 





On Tuesday, C. J. Zimmerman, Connec- 
ticut Mutual, Chicago, former National 
association president, celebrated his 10th 
anniversary as a general agent and was 
given a hand in recognition of the occasion 
on his appearance at the managers’ session 
that afternoon. 
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GREAT NORTHERN LIFE’S 


COMPLETE PROTECTION POLICY 


Containing Important and Very Desirable Features 


® Cash values begin end of third policy year. © Premiums after 
the first are waived while the insured is totally and permanently 
disabled. © Thirty-one days of grace for the payment of all pre- 
miums after the first. ¢ One policy jacket—one premium notice— 
one remittance. ® Payment for death doubles in case of accidental 
death; and trebles in case of specified common carrier accidental 
deaths. @ Premium may be paid annually, semi-annually, or quar- 
terly. © Any portion of the annual premium due after death is not 
deducted from the amount paid as a death loss. © Life protection 
plus accident and health income benefits for LIFE. © Written 
non-medical up to $2,500 (male), ages 20 to 45; up to $1,500 on 
business and professional women, ages 20 to 45. @ Selling 
Complete Protection protects the agent against leaving a client 
only partially protected. 
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Commonweatri LIFE’S accelerated Ex- 
tension Program offers attractive incomes and 
agency possibilities to men who desire un- 
restrained selling freedom. Commonwealth 
Life ranks among America’s best rated com- 
panies. It offers policies to meet every 
contingency, from birth to the age of 70. Make an appointment 
by return mail. Our Field Representative will meet you in your 
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The Diamond Life Bulletins 


SALESMANSHIP SECTION (Seven Volumes)—Subjects: Prospecting; Time and 
Work Control; Sales Talks; Programs and Audits; Settlement Options; Federal 
Income, Estate and Gift Taxes; State Inheritance, Estate and Gift Taxes; Wills: 
Estate Planning: Business Insurance and Annuities. Practically every sales 
problem encountered today may be solved by a study of this work. Monthly 
Supplements temporarily bound for Agency study. Monthly review of current 
tax cases decided by the courts. 


STATISTICAL SECTION (Four Volumes)}—The only monthly loose-leaf Service, 
giving rates, dividends and surrender values for all ages on 47 leading 
companies writing about 85% of the total business. Special clauses and 
special policies quoted verbatim. Always up-to-date. Complete, convenient, 
a time saver, a necessity in analyzing policies, a sure way to keep well 
informed. This Service has been in use in most of the progressive Agencies 
for twenty years. 


THE D.L.B. AGENT’S SERVICE 
(Three Volumes) 


An abridged edition of the Salesmanship Section of the Diamond Life Bulletins 
for Agents, Supervisors and Assistant Managers. Brief, practical—full of selling 
ideas gathered from everywhere. Loose-leaf system with Monthly Supplements. 
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First —in scope of information shown First 
in its field  —in number of companies covered in its field 
—in features of special interest 
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THE ESTATE-O-GRAPH 


the monthly rotogravure that sells 
life insurance by means of pictures! 


—Paves the way for you—breaks down sales resistance 
—Sells the “need” before you make the call 

—Reinforces your verbal presentation with pictures 
—Shows new uses for life insurance by striking illustrations 
—It always gets in—sometimes when you cannot 

——It is persistent, brief, but convincing 


Ask Any National Underwriter Man! 


LIFE INSURANCE TEXT BOOKS 


All books helpful to insurance men are 
obtainable from The National Underwriter 
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Selection of Risks ......... Dingman 


Lo APY CERT CRE etree Pirnie Young: Man—Hese'e How to 
Calling the Life Underwriter... .Cluff Sell Life Insurance ........ Golden 


The "C. L. U."” books—The famous “Duryea” books, and many others! 
Stop at the Booths—your chance to “look them over” 





The “NATIONAL UNDERWRITER” Weekly 


All the news of your business, national 
and local—while it's real news! 
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tions that the genius of man has given 
to man for his benefit and comfort of 
mind siice the free enterprise system 
was fully established in this country in 
1776 . . . it is nothing more than a stake 
in the free enterprise system—a policy- 
holder-interest in business, industry, rail- 
roads, mortgages on productive real 
estate, and other things that are part of 
the free enterprise system. 

“T have a firm conviction that a life 
insurance or annuity policy in a good 
company is the soundest investment I 
can make in American securities.” 

In discussing the attacks which he 
said are being made upon the free en- 
terprise system, Mr. Hawkes said, 
“What a strange paradox it is that mil- 
lions of people express their satisfaction 
in life insurance by investing their 
money through it and yet they are, 
knowingly or unknowingly, sponsoring 
things which, if not halted, might easily 
sound the death knell of private prop- 
erty and investments and lead to a 
change in our form of government or its 
administration.” 


Odd Creeds and Doctrines 

He said that the “odd creeds and doc- 
trines” that are at large in the United 
States “work like termites, often with- 
out your seeing or hearing them. Don’t 
underestimate the destruction that can 
be wrought by them right in the face of 
those who are indifferent, unenlightened 
and inactive. It makes no difference if 
these attacks are made by sincere ideal- 
ists, if what they do is in the end in- 
jurious to the people. 

“The necessity of taking action with- 
out further delay, is forced upon you 
because of the world-wide attacks that 
are being made upon private property 
and free enterprise. . You have 
shown the power and ability to solve 
fundamental problems in the past, but 
you have never had to meet a consoli- 
dated trend such as you now face.” 


Recites the Menaces 

Mr. Hawkes stated that some of the 
things which are menacing the future 
of the investments of life insurance 
funds, are: 

Excessive and wumnnecessary govern- 
ment spending. 

Deficit financing, which always follows 
excessive spending. 

Excessive taxation—the 
of excessive spending. 

Government entry into the productive 
enterprise field of its citizens. 

Unfair, one-sided group legislation. 

“Those who look ahead into the fu- 
ture and know the rules of cause and 
effect realize that our business system 
is on trial for its life, and that what is 
happening right now in the national de- 
fense period in the way of volume and 
profits, is befogging the real picture that 
is in front of us. ... Many of us realize 
that the time, thought and energy for- 
merly devoted to the creation and de- 
velopment of things by business in the 
interest of the people, must now be given 
in an effort to save the American busi- 
ness system and free enterprise on which 
the people’s real freedoms rest. 

“In a representative democracy or 
republic such as ours,” Mr. Hawkes 
said, “government has definite obliga- 
tions to serve the interests of the people 
and should function in accord with the 
will and consent of the governed. It is 
the duty of the people to see that gov- 
ernment remains the servant of the 
people and that it acts wisely, well and 
fairly, and only within the scope of the 
authority delegated to it by the people. 


handmaiden 


Restrict Personal Choice 

“Every time government encroaches 
upon the field of business enterprise it 
destroys individual rights and freedom 
almost directly in proportion to such ex- 
tension of its operation. It is easy to 
conceive that the field of personal choice 
in American life can become so re- 


Management, Policyholders Must 
Unite in Common Cause 





stricted as to make it next to impossible 
for insurance companies to find the se- 
curities required for investment. 

“Life insurance companies cannot be 
successful and prosperous for their pol- 
icyholders unless business and industry 
are prosperous. ... Security of principal 
cannot continue unless business earns 
and pays dividends to the insurance 
companies on the capital invested by 
these companies in the business of the 
nation. 

“Those who understand your opera- 
tions and cost calculations have little 
ground for abusing life insurance com- 
panies in the manner they often attack 
and abuse other forms of business. It 
seems, however, that their abuse of 
other business is an indirect abuse of the 
insurance business. We cannot abuse 
and destroy other business interests 
without ultimately undermining and de- 
stroying the insurance business. 

“The policyholders themselves have a 
deep obligation to awaken to a realiza- 
tion of their own responsibility to arise 
and go forth in our regular American 
way to protect the free enterprise sys- 
tem and make secure the opportunities 
for safe and sound investment of the 
policyholders’ funds. 


Keeping the Faith 


“There is something more important 
in business than the making of dollars 
or the drawing of salaries and commis- 
sions. That something is keeping the 
faith of a solemnly made contract. If 
you believe that the things which are 
now plainly discernible will impair or 
interfere with the ability of your com- 
panies to fulfill their contracts, is it not 
your duty to develop the understanding 
of the policyholders and enlist their sup- 
port to full resistance against the at- 
tacks that are being made upon the 
free enterprise system? 

“T have contended for years that if 
our great life insurance companies are 
hindered to the point that they cannot 
function . . . then there is little hope of 
saving our form of government.” 

In discussing the value of various 
kinds of investments, Mr. Hawkes said, 
“Investment in government bonds is 
nothing more than investment in Ameri- 
can industry because government bonds 
are only as good as the right of Ameri- 
can industry to operate profitably and 
the ability of the government to collect 
the taxes it may require to support such 
bonds.” 
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IMPORTANT POINTS YOU SHOULD 
KNOW ABOUT GREAT AMERICAN LIFE 


That your efforts with this company are being 
* appraised by home office executives who are M 
salesminded. 


That the home office staff has intimate knowledge 
* of conditions in the field through actual working 
experience. 


That the management has always directed finan- 
* cial policies to assure Great American Life men 
they are selling the soundest possible insurance 
values ... in the form of truly “salable” contracts. 
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Wright Against 
Added Taxation 


(CONTINUED FROM PAGE 6) 

credit on the life insurance business and 
who ‘passes out of the picture’ might 
be paid less, and the career underwriter 
who services his business and is a credit 
to the institution might be paid more. 
The joint committee, as you know, has 
made some definite recommendations 
along these lines and the plan I am glad 
to say includes renewal commissions 
during the lifetime of the policy.” 

Many companies have already an- 
nounced an adjusted plan of compensa- 
tion which includes the lifetime renewal. 
Various companies will probably modify 
the suggested plan to best fit their own 
agency forces. Many companies also 
have announced pension plans for their 
agency forces and he expressed confi- 
dence that many more will be announced 
in the near future. 


Eliminating Unfit Agent 

Much stress was laid in the address 
on the efforts to eliminate the unfit 
agent, “the man who is a distinct dis- 
credit to the life insurance business, who 
renders at best, inefficient service to his 
policyholders. It is our opinion that if 
the unfit agent were eliminated, a sub- 
stantial portion of the problems con- 
fronting our business today would be 
solved. 

“During the past year we have con- 
tinuously emphasized that good agents 
make good ambassadors and poor agents 
make poor ambassadors. The company’s 
own agent is its logical representative 
before the public and it is my personal 
feeling that it would be well for the 
companies to pay less attention to the 
broker and more attention to their regu- 
lar agent who represents his company 
in his community. 

“This problem can be solved by the 
companies, the general agents and the 
field men themselves. First, the compa- 
nies should insist that those under con- 
tract who are unfit be eliminated but 
if this is not done, the agency force, 
the career men, if you please, have every 
right to insist that the poor ambassadors 
be eliminated. An amazing change in 
public opinion will follow and while it 
18 a continuing job, and we in the field 
must insist it be done, I am very glad 
to report that we have this year made 
considerable progress which will reflect 
a real benefit to the producing agent.” 


Wants Producers More Active 


Mr. Wright urged very strongly that 
a greater number of personal producers 
take a more active interest in their local, 
state and National association affairs. 
The fact that more personal producers 
do not offer themselves for leadership 
is not the fault of the general agents 

» and managers. “I believe that it would 
be for the best interests of the life in- 
surance business to have more personal 
producers in key positions,” he said. 

He reviewed the progress made in the 
movement to support the program of 
national defense through promoting the 
sale of national defense savings bonds 
and stamps and said that committees al- 
ready have been organized in more than 
40 states and in nearly 200 cities and 
towns throughout the country to aid in 
this campaign. 


Public Attitude 
Created: Johnson 


Public attitude is created by what people 
see, hear and experience, Holgar J. John- 
son, president Institute of Life Insurance 
and former National association president, 
said in his talk on public relations at the 
national council session Monday. It is af- 
fected by the atmosphere in which the atti- 
tude is created, whether social, economic 
or political. The attitude in this country 
on war has been created, Mr. Johnson said. 

Any business that is big is automatically 
assumed by some people to be unsocial, 
and hence that criticism is directed to- 
ward life insurance, especially by a small 


but vocal minority, composed largely of © 


left wing politicians and social reformers. 
That group has to be reached with ade- 
quate information. There are also criti- 
cisms from the great mass of the people, 
directed mainly toward the system of dis- 
tribution. 


Agency Practices Vital Problem 


Agency practices offer the most vital 
problem in life insurance today. It is 
necessary to see that the people represent- 
ing the business are adequately equipped. 
The criticisms brought out in recent sur- 
veys were directed not so much to the type 
of representatives as to the inadequacy of 
their representation. : 

On the positive side he pointed to the 
great opportunity offered by the fact that 
life insurance men make from 200 to 300 
million contacts annually. He said that 
the defense savings bond campaign is a 
marvelous public relations activity and an 
example of the necessity for doing more 
than is required, to establish the proper 
attitude. 

In speaking of the work of the institute, 
he said there is to be a change in the 
newspaper campaign Oct. 1, shifting the 
emphasis in the material used. The same 
papers will be employed, but less fre- 
quently, with larger space, less text and 
more illustrations. He referred to the 
widespread use of the newspaper releases 
sent out and especially the article in re- 
gard to the British companies, which 
showed how life insurance stands up under 
stress and strain. In the preparation of 
these releases, two points are considered: 
(1) Is it news? (2) What is its ad- 
vantage to life insurance? 

He said it is hoped that the institute 
staff will be able to devote much more 
time to research work the coming year. 


Reliance Life Luncheon 


The Reliance Life held a luncheon for 
agents at the Gibson Hotel with about 
75 present. J. N. Jamison, executive 
vice-president, H. T. Burnett, agency 
vice-president, and John F. Johns, su- 
perintendent of agencies, represented 
the home office. Open house is being 
held at the Reliance suite at the Gib- 
son on Wednesday and Thursday from 
5:30 to 7:30 p. m. 





The Louisville contingent, headed by 
Ed Baker, John Hancock Mutual Life, 
numbered well over 30. 





C. Vivian Anderson, Provident Mutual 
Life, Cincinnati, who is in charge of 
hotel reservations, had a busy time tak- 
ing care of the last minute reservations. 








—— 


GENERAL AGENCY OPENING 


Prominent company writing non-cancellable accident and health and legal 
reserve life insurance is desirous of securing applications for General Agency 
appointments in the states of Illinois, Washington and Eastern New York from 
successful accident and health and life insurance salesmen who have the ambi- 
tion and energy to establish a General Agency of their own. Write Box 
O-11, The National Underwriter, 175 W. Jackson Blvd., Chicago, Ill. out- 
lining qualifications. All replies treated in strict confidence. 
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VICTORY ON TWO FRONTS 


@ The man who represents a company 
writing both Life and Accident-Health pro- 
tection wins more victories because when 
resistance develops on one front he advances 
on the other. And, for a combined assault, 
he uses the Federal Streamliner, which pro- 
vides life-Health-accident-Hospital protec- 
tion in a single policy. 


e Federal has set new production records 
for 20 consecutive months. Results prove 
Federal's contracts offer the things the in- 
surance buying public wants. 


FEDERAL LIFE INSURANCE CO. 


ISAAC MILLER HAMILTON L. D. CAVANAUGH 
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Women Quarter Million 
Group Holds Forth 


(CONTINUED FROM PAGE 12) 


a 10-year investment. It is more impor- 
tant to our government that our indi- 
vidual financial plans be kept on a sound 
basis. If every individual did this, the 
defense of our government would be 
stronger.” 

In handling situations where the pros- 
pect says, “I am not buying any more 
insurance, I’m putting all my money in 
defense bonds,” Miss Matthews explains 
that at least part of the money depos- 
ited with the life insurance company will 
be invested in United States bonds. 


Advises Split Investment 

Instead of investing all of his funds in 
a retirement program, Miss Matthews 
suggests that the prospect invest part of 
it in life insurance and the difference in 
bonds. Then at the end of 10 years, the 
prospect can take advantage of the 
change of plan clause which his life in- 
surance contract contains and convert 
his contract into a retirement income 
plan by payment of the difference in 
reserves. He can then cash in his de- 
fense bonds which will then mature and 
can be reinvested in the retirement pro- 
gram. If the prospect does not live to 
the end of the 10 years period the de- 
pendents are guaranteed the sum repre- 
sented by the insurance contract and in 
addition, they will also receive the 
amount invested in defense bonds up to 
that time, “although, of course, they will 
not receive it as quickly as they will re- 
ceive the insurance proceeds because 
your bonds will be a part of your estate 
and are subject to the usual delays of 
probate and administration.” 

By this split purchase program the 
prospect is able to create his own indi- 
vidual retirement plan and also aid in 
the country’s defense. Miss Matthews 
advised against the mistake of fighting 
defense bonds as many agents made the 
mistake of fighting social security. She 
advised “When you can’t lick ’em— 
join up with ’em.” 

The fundamental security of the indi- 
vidual, the family, the community and 
the nation is bound up with the security 
and preservation of the home, Dorothy 
S. Briggs, John Hancock Mutual Life, 
New York, declared in urging agents to 
take advantage of this fact by selling 
mortgage insurance. In approaching a 
prospect, Miss Briggs uses two ap- 
proaches. She says: 

“Mr. Brown, from many of your 
friends I have learned what an impor- 
tant part you play in your community 
and that Mrs. Brown and the children 
are also very interested in numerous 
activities and projects which make this 
such a delightful place to live. I have 
a plan whereby you can assure yourself 
and your family the uninterrupted en- 
joyment of a permanent home in this 
lovely community where you have so 
many close ties. I would be happy to 
give a few moments of my time to ex- 
plain it briefly.” 

To more intimate friends, Miss Briggs’ 
approach is: 

“Jack, you and I have often talked of 
what our home in this delightful com- 
munity has meant to us and to our fami- 
lies. I have worked out a plan for myself 
whereby the permanence of my home is 
assured for myself and my family, and I 
feel confident you would like to follow 
the same course for yourself. Let me 
explain how it works.” 

The new defense tax increase pro- 
vides additional opportunity for selling 
insurance to help settle estates, Her- 
mine R. Kuhn, Equitable Society, New 
York City, pointed out. She has had 
much success in this regard by pointing 
out the numerous duties of an executor 
in settling an estate. 

In facing the serious economic and war 
problems “we can reorganize our own lives 
and direct our minds so that we can achieve 
a victorious poise even if we are confronted 
by the worst difficulties,’ Sara Frances 
Jones, Equitable Society, Chicago, declared 
in discussing “Fear of the Future.” 





Life recently has been one adjustment 
after another. In life insurance selling, for 
example, methods of merchandising are 
totally different today than those used a 
few years ago, she pointed out. 

“While we are wondering what may hap- 
pen, husbands and fathers will continue to 
die and leave financial disaster behind. In 
our present order we can make a guaran- 
teed provision for death and old age only 
through life insurance. Suppose inflation 
comes, and $100 a month will buy only 
$50 per month on the old standard of liv- 
ing. Fifty dollars per month is $50 better 
than nothing and it is a certain $50 without 
the hazard of investments in stocks and 
bonds and real estate. On the other hand, 
if the present order persists with modifica- 


tions, institutional investments will continue 


to guarantee the same security against 
speculation and uncertainty of individual 
investment,” Miss Jones predicted. 

The concluding speaker at the after- 
noon session was P. L. Grant, an- 
nouncer for station WLW, Cincinnati. 
In the evening, Leigh Cruess, vice- 
president Home Life, was the featured 
speaker. Mrs. Joseph presided. A fea- 
ture of the dinner was the singing of 
Mrs. Elsie Doyle, Union Central, Cin- 
cinnati. 


Hodges Cites Compensation 
Study Progress Made 
(CONTINUED FROM PAGE 10) 


C. J. Zimmerman, immediate past 
president, and President Wright, who 
represent the National association on the 
Linton committee, commented on the 
progress made so far. Mr. Zimmerman 
reviewed some of the history of the 
negotiations. He said that at the outset 
there were three schools of thought: 
one that any change is undesirable, so 
why do anything; a second, that any 
change is desirable, regardless of results 
(Mr. Zimmerman commented that there 
are some of that type in public life as 
well as in insurance), and a third that is 
willing to consider changes, if it can be 
shown that they will be of benefit in 
the long run. The third idea is the basis 
of the action that has been taken so far. 
He reviewed very briefly the report al- 
ready issued approving the idea of pen- 
sion plans for agents. 

Mr. Wright said he always had been 
a personal producer and always will be 
and that his interest in the question is 
primarily from the personal producer’s 
standpoint. He said he had hoped that 
the man who makes insurance his life 
work would be enabled to get more out 
of it than the one who drops out of the 
picture and expressed his gratification 
that the plan recommended embodies 
that idea. He also commented briefly 
on pension plans, stating that many com- 
panies have adopted such plans and he 
hopes that many more will do so. 

A question was asked from the floor 
as to what the status of the general 
agent will be in connection with the 
adjustment of commissions. Mr. Zim- 
merman said that point has not yet been 
reached but that he is confident that the 
interest of the general agent will be 
protected. 


Manufacturers Life Group 


In addition to its managers, Walter 
Gallagher, Philadelphia; Stanley Dey, 
Newark, and W. N. Milligan, Pittsburgh, 
Manufacturers Life of Toronto was repre- 
sented by the following from its head 
office: A. Kinch, superintendent of agen- 
cies for the U. S.; H. B. Berwick, super- 
visor of field service, and Alan Broadbent, 
inspector of agencies. 





Prudential Holds Conference 


Some 19 Prudential agents from the 
company’s northern district of the ordinary 
department attended an all day session 
with George H. Chace, vice-president, and 
T. D. Miller, supervisor. 
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TO SALESMEN OF THE 


LAFAYETTE, INDIANA 


TWO FOLD CONGRATULATIONS 
LAFAYETTE LIFE INSURANCE COMPANY 


LAST YEAR we congratulated our salesmen for producing the 
largest August volume in the history of our company. 


THIS YEAR we congratulate them for beating last year's record. 
THIS DIDN'T JUST HAPPEN . . . THERE IS A REASON 


If interested in details of an outstanding General Agent's con- 
tract direct with a Home Office, write to— 


RANDALL G. YEAGER 


Superintendent of Agencies 
THE LAFAYETTE LIFE INSURANCE COMPANY 


LAFAYETTE LIFE BUILDING 
New agency development now getting under way in OHIO, ILLINOIS and IOWA 
















































Greetings from 


SCRANTON LIFE INSURANCE 


COMPANY 


SCRANTON, PA. 


WALTER P. STEVENS, President 























































The American agency system is responsible for the tremendous growth of life insurance in America. 
























When The Equitable was organized in 1859—eighty-two years ago—there were but a few hundred life insurance representa- 
tives in the entire country. Today there are over one hundred and thirty thousand, servicing 117 Billions of insurance in force, 
and due to whose efforts over 2!/ Billions are being paid out to policyholders and beneficiaries every year. 


The growth of the Equitable during the past eighty-two years has been even more rapid than that of life insurance generally. 
But in seeking to extend its own company services, the Equitable has been conscious of the contribution it could make to life 
insurance institutionally by facilitating the work of the life underwriter, aiding in his education and training, and elevating his 
status to that of a professional calling. Today the prestige of the American life underwriter is higher than ever; and with pardon- 
able pride the Equitable points to some of the forward movements it has initiated—or supported—for the benefit of the 
hy fraternity at large. 


It has made the work of the agent more attractive by broadening and liberalizing the policy contract. The 
ARA present popularity which life insurance enjoys is in no small degree due to its vision and enterprise. 


It was among the first companies to inaugurate a program of education and training for agents. As far back as 
1902 classes of instruction were held, and a few years later a correspondence course covering the fundamentals of the 
business and sales procedure was introduced. 


It has issued books on life insurance salesmanship and made them available to the agents of all companies. 
Collaborating with other companies, it was one of the sponsors of the Life Insurance Sales Research Bureau. 
It aided in the formation of the American College of Life Underwriters. 

. More recently it has given whole-hearted support to the S. S. Huebner Foundation for Insurance Education. 


When the Institute of Life Insurance was proposed as a means of interpreting life insurance more effectively to the 
general public, The Equitable was one of the earliest advocates. 





This year it inaugurated for the benefit of its agents an improved system of compensation with retirement 
benefits—a plan that has been characterized as a model of its kind. 


And in support of one of the greatest instrumentalities for the advancement of the agent—The National Associa- 
tion of Life Underwriters and the many Local Associations—The Equitable has encouraged managers and agents to 
maintain membership and give unsparingly of their time and talents. 





Today, American life insurance is recognized as a great financial bulwark in the national economy. The groundwork laid by 
The Equitable and other companies during past decades in behalf of the life underwriter is proving of immeasurable value in the 
present crisis. American life underwriters can and will respond to the opportunities—and responsibilities—for which the past 
years of training and education have equipped them. 
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Such a boon is not too easily acquired. It usually tells a 


story of devotion and self-denial on the part of some individual. 


By investing in life insurance, for example, a family 
provider can assure his dependents of independ- 
ence should he be lost to them — or provide 


a competency for himself should he survive. 


A commodity so all-embracing should be a “good 


line” for any salesman. 
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